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the past three “depression” years, you Friendly Five merchants have sold 
some $8,250,000.00 greater volume of Friendly Five shoes than in the pre- ap] 
vious three “boom” years! A record we believe unparalleled in the shoe Sc 
industry. len 
Now with general business definitely improving we announce new plans 
for securing a greater market, and with it greater profit. These plans are 
summarized briefly: 
1. , 
All ‘‘Friendly”’ shoes will be branded with the " 
word ‘‘Friendly.”’ ‘i 
No price will be stamped on the shoe or carton. . 
3. We 
All National and Local advertising will advertise es) 
**Friendly’’ Shoes at $5 and $6. - 
By eliminating the price on the shoe and by advertising, Nationally, the : 
prices of $5 and $6, the dealer may vary his mark-up to meet his individual 
requirements. 
The two prices in the popular price field will open an entirely new market 
to each “Friendly” merchant. is 
A more comprehensive National Advertising Campaign will be released di 
for the Fall selling season. : 
U 


“FRIENDLY” yes, |: 


REG. U.S. ot 


JARMAN SHOE COMPANY —- NASHVILLE, TENNESSEE 











When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


F orestry recruits 
present a problem to the United 
States Quartermaster for many 
oversized feet report to him for 
shoe equipment. 

Arthur Austin of Miami, Fla., 
appeared at the army base at Fort 
Screven, Ga., barefoot. His prob- 
lem was a 15%4 EE shoe. None 


was available. The local post ap- 
pealed to headquarters at Fort 
McPherson in Atlanta and Austin 
was outfitted in a pair of shoes 
especially made for him. He 
weighs 270 pounds and is 6 feet 
7 inches tall and wants to be a 
forester. They had better keep 
him out of the trees. 

a 


Ti flea 


is dead”—Jason H. Edgerly, 95, 
died in a suburb of Chicago last 
week. He played a part in history. 
Just as the Civil War began, he 
closed his desk as a shoe manu fac- 
turer in Lynn, Mass., proceeded to 
Washington and became Presi- 
dent Lincoln’s field reporter. He 
received his nickname “The Flea” 
when he stole the plans of the 
Willow Creek Battle from “under 
the very nose of Lee.” 

* * * 


Bernard Baruch, 


interpreting the National Indus- 
trial Recovery Act, says: 


“Any agreement or ‘code’ of a 
trade association, if it is to be 
successful, must be worked out 
and applied by the leaders in any 
given industry, including the 
labor organizations. The main 
objects must never be lost sight 
of. They are to put men back at 
work and to enlarge the purchas- 
ing power of the country. Let no 
one think that this task is simple. 
It will require brains and energy, 
hoth much more important than 
bureaus and inspectors.” 

* * * 


David S. Josephson, 
president of the Middle Atlantic 
Shoe Retailers Association, 
opened his new shoe store on East 
State Street, Trenton, N. J., on 


_June 10. He distributed circulars 


announcing his original Joseph- 
son’s creations in America’s finest 
shoes for men and women and 
here is one of the unusual things 
that happens once in a lifetime. 


One of these announcement 
folders reached the hands of Mrs. 
A. E. Getty, whose husband is a 
manufacturer of jewels for 
watches — employing approxi- 
mately 300 girls in a Trenton 
factory. Mrs. Getty bought the 
poster to the factory and posted it 
at the side of the time clock with 
a note stating that she had pur- 
chased all her shoes from Mr. 
Josephson for the past twenty 
years, with the exception of one 
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pair which was purchased during 
the few weeks he was not opened 
to do business. 

It just goes to show how far a 
satisfied customer will go in praise 
of a shoe store. 


* * 


* 
, Adler 
of New York, startled the Ryder 
Cup golfers by landing on the 


= ays 


«yh 


green of the Metropolitan Coun- 
try Club’s golf course. He step- 
ped out of the autogyro and pre- 
sented the winners of a tourna- 
ment with golf shoes as prizes. It 
was windy and the landing diffi- 
cult but the perennial play-boy 
made a dapper approach and was 
the sensation of the day. 
* Ok 


. She time ago the 
firm of E. T. Wright & Company. 
Inc., men’s shoe manufacturers of 
Rockland, Mass., pioneered a new 
idea, that of painting the machines 
in its plant soft greens and other 
colors in place of the customary 
black, with the thought that the 
change would relieve the eye strain 
of the workers, lessen their 
fatigue and tone up their morale. 
After a thorough trial the experi- 
ment, which was described in an 
article in the RecorperR at the 
time, has proved a complete suc- 
cess, and both the management 
and workers are enthusiastic over 
its results. 





Recently the editor of the Bos- 
ton Pilot paid a visit to the Wright 
factory and an article in that pub- 
lication reviewed his impressions 
under the caption “The Great 
Commandment.” 

“If you have visited other giant 
manufacturing plants in big 
cities,” the writer observed, “you 
know that experience has not al- 
ways been grateful. As you 
passed from room to room you 
noted the sameness, the monotony, 
the bleakness of the surroundings. 
You were appalled at the stolid 
expression on the faces of most of 
the workers, men and women. 

“Whereas here in the E. T. 
Wright plant you wondered that 
practically none of the workers 
even noticed you. Once in a while 
your eyes met another pair of eyes, 
and you caught the edge of a smile. 
Clean frocks, clean faces, hands as 
clean as possible, and, you con- 
cluded, clean hearts and souls in a 
place bright and shining. And all 
this because somebody cared for 
somebody else beside himself in 
this too selfish and too greedy mod- 


ern world.” 
ok ak * 


4 
D.. R. Plato Schwartz 
of Rochester, N. Y.—whose spe- 
cialty is the human gait—has de- 


veloped an_ electro - basograph 
which analyzes‘a patient’s gait and 
reveals defects due to infantile 











paralysis, rheumatism and other 
diseases. 

Doctor Schwartz works on the 
theory that the foot is a tripod. 
Weight falls on the heel, from 
which it is transferred toward the 
little toe and then across the fore- 
foot to the big toe. The body is 
then pushed forward by the big 
toe. Count the seconds during 
during which each of these three 
points carries the load and you 
have an index of the way you 
walk. Also the time it takes to 
shift the load from one point to 
another of the three. To study 
walking it is necessary to study 
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ARE YOU SELLING 
CONFIDENCE? 


—Increased advertising, but a much finer, 
and more ethical advertising, will undoubt- 
edly follow the new National Industrial 
Recovery Act. 

—Tomorrow’s competition will not be based 
on price-cutting, fraudulent statements, 
destructive methods, etc. The “new era” 
plan will place less emphasis upon price, 
and more upon quality and service. 

—Whether you be manufacturer or retail 
merchant, the one big sales objective of 
your promotion and advertising plans 
should be Confidence. 

—The customer of tomorrow is going to 
buy the article he has confidence in, from 
the store or factory he has confidence in. 

—Honest advertising will do more to build 
up service and quality standards than any 
other one factor. Honest advertising is 
just as contagious as dishonest advertising. 

—Let us advertise —and sell — Confi- 
dence. 


Zot & TEE 


President. 





and the duration of 
one of the 


the shift 
weight-bearing on 
three points. 


ok * * 


* World’s Fair 


visitors to Chicago are finding the 
Business Service Bureau of the 
Travel Guild, Inc., most useful in 
conjunction with transportation, 
hotels and all of the activities 
attending the Century of Progress 
Exposition. 

If you are Chicago-bound you 
can find out about accommoda- 
tions, etc., from B. M. Connery, 
director of the Travel Guild, Inc., 
180 N. Michigan Avenue, Chi- 
cago, IIl. 


* * * 


b es of copies 
of the booklet, “Standing Up to 
Life,” have been distributed by the 
Metropolitan Life Insurance Com- 
pany since the publication of that 
helpful trade ad of theirs: “Watch 
Your Arches.” The story was 
told: “Your entire weight. is 
shifted from one foot to the other 
more than 2000 times in a mile 


- failed in my quest. 


walk. Each time your foot hits 
the ground, the ground hits back 
Step lightly.” 

The page appeared in twenty- 
two national magazines, with « 
total circulation of 25,758,519. 

We herewith express our thanks 
in behalf of the industry to the 
Metropolitan Life Insurance 
Company for making the public 
truly conscious of the need for 


foot service in the shoe stores. 
- -s 


—_ C. Edlund, 


president of the American Trade 
Association Executives, says: 
“The goal toward which all 
industry must strive, if the press- 
ing problems of the times are to 
be successfully solved, is the re- 
habilitation of purchasing power. 
To accomplish this, there must be 
a nation - wide - re - employment 
movement, plus an increase in the 
aggregate wages paid, which will 
translate itself into increased pur- 


chasing power.” 
The quest 


for the right shoe has led Sir Her- 
bert Barker of England to cover 
the world. He says: 

“For many years I went from 
bootmaker to bootmaker, includ- 
ing some of the most famous in 
Europe, trying to find a comfort- 
able, healthy and sightly shoe. I 
Next, I tried 
Italy and 


* 


tried shoemakers in 


Spain, countries reputed for their 
skill in this kind of work, but 
again without success. Then I 
sought the aid of some of the best 
craftsmen in London. Under my 
guidance one of these produced 
me a pair of shoes nearer what I 
desired than others. Next, whilst 
on a visit to a distinguished Ma- 
harajah in India, I sought the 
royal state shoemaker—and found 
a genius. He turned out a pair 
of shoes of the perfect form and 
luxurious ease. Here was a shoe 
I could walk in all day; my ideal 
shoe had been found. I brought 
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this shoe to England and showed 
it to a renowned Northamp- 
ton tirm. ‘Will you allow us to 
copy it?’ they asked. ‘Certainly,’ 


x9 
was the reply. 
* * 


| Propper, 
manager of the New York Office 
of Mandel Bros., says: 

“\What do we consider a suc- 
cessful hosiery department? It is 
not only one that makes money 
but one that attains a reputation 
for quality merchandise so that 
whenever people think of hosiery, 
they think of the store where they 
have obtained the hose that gave 
them satisfaction. 

Why is it that, in hosiery, there 
has been less customer resistance 
towards nationally advertised or 
branded merchandise, as against 
unbranded merchandise? Is it not 
a fact that branded merchandise 
(and now I am only talking about 
successful brands) have at all 
times been put out to the con- 
sumer in one specification, and 
that with the exception of a 
change here and there in style, the 
same style and style numbers have 
not deviated one iota from the 
original construction ; and the cus- 
tomer is assured that whether she 
buys the hose today or six months 
from now, she will get the same 
construction at all times.” 


* O* 
A. A. Berle, 


of the “brain trust,” says anent 
the Industrial Recovery Act: 

“We can now produce with con- 
siderable ease, while consumption 
as we presently know it, has to be 
wrought out of the art of living.” 

Or, in shoe trade terms, before 
and after the shoes are made, the 
merchant has to study his custom- 
ers so as to know what shoes they 
may buy in which to live and ex- 
press their art of living. 

x ok x 


Margaret Hayden Rorke, 


managing director of the Textile 
Color Card Association, says: 

“In hosiery, thé marked fashion 
interest is in darker neutral shades, 
centering around the new taupe 
tones, representing a smart Fall 


1933 


evolution of Spring grays, grége 
and natural beige. Another high- 
ly important tendency is expressed 
in the brown gamut, which reveals 
an entirely new feeling, especially 
in those warm, lively versions of 
tobacco, cocoa and more frankly 
reddish types. Deeper, more re- 
strained shades of chestnut and 
rich chocolate will also enjoy con- 
siderable fashion prestige. 

“While directly influenced by 
these major trends, the new hos- 
iery colors possess highly versa- 
tile qualities, enabling them to key 
effectively with all the dominant 
color themes in Fall costumes and 
shoes, either in blending or smart- 
ly contrasting effects.” 

2% 


Revolution 


in the German Army—or shall we 
say modernization revolutionizes 
the immemorial heavy boot and 
brings about a change where the 
iron tread of the Reichswehr will 
give way to the greater mobility 
that comes in the lace shoe. The 
leg boot passes and the laced shoe 
takes its place. The change is ap- 
preciated by the soldier and was 
made to give him greater comfort 
and convenience, as well as to 
bring about economy of army shoe 


costs. 
* £ * 


Hie prices, 
up 177 per cent, led the com- 
modity advance the past four 
months, according to one set of 
statistics, and rubber follows after 
with a rise of 125 per cent, silk 


100 per cent, and cotton 60 per 

cent. The actual problem of the 

next four months, with tanners 

and shoemakers, is to pass on the 

advance of 177 per cent. 
ee 


John J. Leary, Jr., 
who was formerly the Labor Edi- 
tor of the New York World, has 
been mentioned as possible contact 
for Gen. Hugh S. Johnson of the 
Industrial Control Board. At least 
that’s what we get from the Wash- 
ington despatches. 

This Mr. Leary started as a 
shoemaker in Lynn and has had 
first-hand contact with shoes and 
leather for many years. His boy- 
hood chum was William O. Att- 
will, secretary of the Lynn Manu- 
facturers Association. So if there 
is anything in having a man con- 
versant with shoes close to the 
center of activities in Washington 
then we have him in Mr. Leary. 


* Ok Ox 


p opulation 


is slowing down, and that’s one 


reason for keeping production in 
hand by regulation, whether by 
trade associations or government 
control. A recent estimate is that 
population of the nation increased 
only 180,000 last year. Allow 
three pairs for the allotment of 
each new customer, and _ that 
means an increase in the demand 
for shoes of but 520,000 pairs by 
reason of increase in population. 
Something ought to be done about 
it. 


Jumbo: “Ever since last November he’s been awfully high-hat!” 
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It's Time to Buy Shoes 


New England to Hold Open House, July 10, || and 12 


New England, one of the big 
shoe shops of the nation, is holding “open house” 
July 10, Lb. 2. 

Of the total factory organizations in America 
(1102), Massachusetts has 345, New Hampshire 59 
and Maine 51. Thus a large part of the footwear of 
the nation is made in this northeast corner of the 
country. But this gathering of production resources 
at the source of American shoemaking is not 
confined alone to makers of shoes in New 
England. Practically every shoe center of the 
country is represented at this big “meet.” 

Significant also is the fact that this is the 
first trade gathering following the National 
Industrial Recovery Act, and what is so im-- 
portant as for all branches of the trade to get 
together early to consider the actions and re- 
actions necessary under a scheme of partner- 
ship that includes the Government and all in- 
dustry? We hope that at this Boston meeting 
the spirit of shoemaking, as exemplified by the 
founder of the craft in America, Thomas 
Beard, will be renewed in the common purpose 


of serving the American public with the best shoe for 
the individual purpose. 

So come back to the cradle of American shoe- 
making and join with fellow shoe men in creating 
a new industrial solidarity and recreating a coopera- 
tive yet competitive spirit. 

There will be meetings at Boston where you will 
hear the clearest exposition of fact and forecast. You 

may observe, by visiting dis- 
play rooms and factories, the 
most comprehensive view of 
shoes, goods of the shoe 
trade and methods of mak- 
ing them. You may gain 
knowledge both of broad and 
general facts and essential 
details, a necessary founda- 
tion for your success 
in business. 

For your ma- 
terial prosperity 
as well as for the 
counsel you may 
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MAIN EVENTS AT BOSTON SHOE FAIR 
JULY 10, If and 12, 1933 
Monday, July !0—Registration and validation of Convention Fare Cer- 


tificates. 


Harbor outing and shore dinner. 
Golf tournament at Hingham. 


Tuesday, July |!—Allied trades conference on National Industrial Re- 


covery Law. 


Program of style and merchandising clinics. 


Wednesday, July 12—Day left free for visiting sample. rooms, etc. 


(Entertainment for women guests, including visits to points of historic 
interest, will be announced at registration desk on Monday ) 


give your fellows-in-trade, you should start at once 
for Boston and then, for good measure, circle the shoe 
markets of America. This is one year when you need 
to rebalance, revaluate and rejuvenate your business 
through traveling to market. 

A subject of paramount importance—how the shoe 
and leather trades will be required to conduct their 
businesses under the provisions of the National In- 
dustrial Recovery Law—will be discussed by authori- 
tative speakers at a conference to be held in the Hotel 
Statler, Boston, on July 11, as part of the three-day 
program of the Fair. 

“Never in the history of the industry,” said one 
of the trade leaders recently, “has there been such in- 
tense desire on the part of its constituent branches 
to get together for a mutual interchange of ideas— 
this unusual situation arising, of course, from present 
uncertainty regarding the course to be pursued under 
this new Federal act and the exact effect it will have 
on the manufacture and distribution both of leather 
and of shoes.” 

The conference, under the joint auspices of the Fair 
management and the National Shoe Retailers’ Asso- 
ciation, will be held in the Georgian Room on the 
mezzanine floor of the Statler, and will be presided 
over by-President A. H. Geuting of the National 
Shoe Retailers’ Association, who was one of the first 
to realize that the distributor as well as the shoe 
manufacturer and tanner has a very important stake 
in the new Industrial Recovery Act. In every of- 
ficial statement he has made since the Recovery Bill 
was first introduced in Congress, Mr. Geuting has 
emphasized its importance to the country and its 
future. 

There will be several other prominent men on the 
speakers’ program, each of them qualified to discuss 
some angle of the “New Deal,” and there is no ques- 


tion that the get-together will be one of the largest 
and most important in the annals of the trade. 

This will be but one of many outstanding features 
of the three-days’ program of the Boston Shoe Fair. 
Others, as previously announced, will include a time- 
ly Style Conference under the direction of some of 
the country’s leading shoe and leather stylists, and 
several round table clinics for the discussion of re- 
tailer problems. 


Picci important adjunct 
of the Fair will be a general conference of wholesale 
distributors under the auspices of the National Asso- 
ciation of Shoe Wholesalers. The purpose of this 
conference also will be a discussion of the National 
Industrial Recovery Act and its relation to the whole- 
saler and of various trade practices and problems 
that have worried the trade for some time and which 
now may possibly be solved through the operations 
of the act. 

The incidental program will include such matters 
as the Elimination of Transportation Charges on Un- 
authorized Returned Shipments, the Elimination of 
Unprofitable Accounts, Credit Conditions, Advertis- 
ing, Contact with Retailers and Stock Turnover and 
Control. 

M. P. Gaddis, of the New England branch of the 
International Shoe Co., is chairman of the Program 
Committee. The conference will be in charge of 
President Henry Bell, Jr., of Bell Walt & Co., Phila- 
delphia, who will deliver the keynote address. 

Applications for display rooms in the several co- 
operating hotels are still coming in rapidly, and ap- 
proximately 200 exhibitors had been enrolled as early 
as June 21. 

There will be many smaller group conferences, 

[TURN TO PAGE 70, PLEASE] 
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Men Behind the Fair 


Officers, Directors and Committees in Charge 
of Boston Shoe Fair, Hotel Statler, July 10, Il and 12 


Treasurer, Charles C. Hoyt, Boston 
e 


Executive Committee 


Charles T. Cahill—United Shoe Machinery Corp., 
Boston. ‘ 
Charles C. Hoyt, Boston. 
Thomas F. Anderson, Boston. 
James H. Stone, Chicago. - 


Directors 


Everett Bradley, Bradley Goodrich Co., Inc., 
Haverhill, Mass. 

E. A. Craver, Bates Shoe Co., Webster, Mass. 
Herbert T. Drake, W. L. Douglas Shoe Co, Brockton, 
Mass. 

Carl F. Danner, American Hide & Leather Co., 
Boston. 

William L. Knipe, Knipe Bros., Inc., Ward Hill, 
Mass. 


George M. Peabody, E. E. Taylor Corp., Boston. 


Ernest B. Southworth, Geo. E. Belcher Co., 
Stoughton, Mass. 


Hospitality Committee 


Thomas A. Delany, Chairman; Lee Baker, Everett 

Bradley, Charles T. Cahill, P. Colella, Thos. Childs, 

William J. Fallon, Charles C. Hoyt, C. Chaytor 

Mason, Norman Merrill, C. W. Pollock, Arthur 
Wallace, William J. Walsh. 


Reception Committee 


D. Frank Quigley, Chairman; John B. Atkinson, 
Harris M. Barnes, Gardner I. Byam, H. S. Brand- 
man, H. C. Carpenter, C. N. Cogswell, G. P. Cum- 
mings, R. E. Dickerman, V. A. Dickson, Robert 
Doyle, Halsey Elwell, W. F. Gaffney, Jos. M. Geary, 
H. A. Goller, John Greenberg, John W. Higgins, 
Robert Huffine, Harry P. Lynch, Thos. F. Master- 
son, Thos. H. Meade, Charles W. Morrill, Fred J. 
Moynihan, T. E. Murphy, F. B. Newhall, John E. 
Powers, A. L. Puffer, C. O. Quimby, E. J. Rafter, 
John C. Redding, Francis E. Ryan, S. L. Solsberg, 
Geo. L. Starks, F. W. Small, Carl Spector, J. L. 
Stanton, Karl Stephens, D. J. Tobin, E. S. Torrey, 
John M. Travers, Stanley Wass, John J. Whalan, 
L. P. Wright, E. F. Walker. 


Secretary, Thomas F. Anderson, Boston 
® 


Registration Committee 


H. P. McNulty Chairman; Ernest Beers, Wm. W. 
Brandt, Carroll Brown, D. R. Carr, J. Frank Crehan, 
Jere Crowley, Ernest Fogg, F. C. Fowler, B. A. 
Glidden, Elisha James, F. W. Johnson, M. J. Lam- 
bert, H. W. LeFavor, E. S. Murray, J. E. Phelan, 
Dudley Seaver, Jas. E. Stevens, C. W. Stiles, J. F. 
Sullivan, Daniel Tyler, A. A. Hazelton, W. D. Welch. 


Golf Committee 


Lester E: Packard, Chairman; Albert N. Blake, 
Byron M. Brewer, W. E. Cooper, L. B. Cubbisin, 
A. C. Davenport, A. F. Doyle, C. F. Emerson, 
Charles H. Furber, Merrill Garcelon, W. E. Gill, 
David R. Goodin, John T. Hollis, W. H. Larkin, 
George J. Lovely, Hector E. Lynch, Jr., Paul O. 
MacBride, Carl F. Merrill, Marshall Nazro, F. P. 
Rowbotham, Guy E. Small, Karl Stephens, George 
White. 


Outing Committee 
Harold W. Hunter, Chairman. 


Transportation Committee 


George D. Tucker, Chairman; H. Lyle Cunningham, 
F. C. Davis, W. J. Howe, A. G. LaBonte, John W. 
Whittemore. 


Entertainment Committee 
A. P. Richards, Chairman; Arthur B. Brown, Thos. 
Cogswell, Herbert Dickey, Frank D. Meade, Fred B. 
Zepfler. 


Refreshment Committee 


Jas. G. Lunney, Chairman; Chas. P. Abbott, P. J. 
Barry, C. E. Blackey, Henry C. Carr, S. L. Curry, 
Chas. E. Joss. 


Ladies Hospitality Committee 


Mrs. James H. Stone, Honorary Chairman; Miss 
Helen M. Haney, Active Chairman; Miss Margaret 
J. Monahan, Miss V. K. Cameron. 


Publicity Committee 


George M. Rand, Roland H. Haviland, Thomas F. 
Anderson. 
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Under the Joint Direction of 


New England Shoe and Leather Association 
and National Shoe Retailers Association 
July 10, 11 and 12, 1933 
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Air-O-Pedic Shoe Co., 
Ansin Shoe Co., 

Arnold Bros. & Co., 
Arrow Shoe Co., 
Ault-Williamson Shoe Co., 
Avon Sole Company, 
Allied Novelty Shoe Corp., 
Arch-Preserver, Women’s, 


B 


Banner Shoe Co., 

Barney, Capen & Denham, 

Barr-Bloomfield Shoe Mfg. Co., 

Bates Shoe Co., 

George E. Belcher Co., 

C. W. Bennett, 

Bleecker Shoe Co., 

Blum Shoe Mfg. Co., 

Bona Allen, Inc., 

Boot and Shoe Recorder Publishing 
Co. 

Boston Quality Shoe Mfg. Co., 

Braude-Goodman Shoe Co., 

Brown Co., 

Best Shoe Co., 

Brockton Cooperative Boot & Shoe 
Co., 


Cc 


Century Shoe Co., 
Cincinnati Shoe Co., 
Champion Shoe Mfg. Corp., 
Edwin Clapp & Son, Inc., 
Clark Shoe Co., 

Clayman Shoe Co., 

Clinton Shoe Co., 
Collingwood Shoe Co., 
Comfort Sandal Mfg. Co., 
Compo Shoe Machinery Corp., 
J. M. Connell Shoe Co., 
Conrad Shoe Co., 
Consolidated Shoe Corp., 
Corbin, Holmes Shoe Co., 
C. N. Cogswell, 

B. E. Cole Co., 

Joseph F. Corcoran Shoe Co., 
Corcoran-Gleason Shoe Co., 
G. P. Crafts Co., 

Crescent Shoe Co., 

Crystal Shoe Co., 


\“ 


AY Mmeandtt¥ 
Nn \ \\ 
\S 
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Brockton, Mass. 
Athol, Mass. 

No. Abington, Mass. 
E. Boston, Mass. 
Auburn, Me. 

Avon, Mass. 
Springvale, Me. 
Columbus, Ohio 


Boston, Mass. 
Brockton, Mass. 
Lynn, Mass. 
Webster, Mass. 
Stoughton, Mass. 
Boston, Mass. 
New York, N. Y. 
Dansville, N. Y. 
Buford, Ga. 


New York, N. Y. 
Boston, Mass. 
Beverly, Mass. 
Portland, Me. 
Boston, Mass. 


Brockton, Mass. 


Lynn, Mass. 
Cincinnati, Ohio 

New York, N. Y. 
East Weymouth, Mass. 
Auburn, Me. 

Boston, Mass. 

Clinton, Iowa 
Endicott, N. Y. 

Long Island City, N. Y. 
Boston, Mass. 

So. Braintree, Mass. 
North Abington, Mass. 
Cincinnati, Ohio 
Marlboro, Mass. 
Boston, Mass. 
Norway, Me. 
Stoughton, Mass. 
Montello, Mass. 
Manchester, N. H. 
Keene, N. H. 
Amesbury, Mass. 


\ \\ 
Wow ‘ 


N 


MY 


USS \, 

AN 
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These Lines 


Will Be There! 


Curtis Shoe Co., 
Craddock-Terry Co., 
Comfort Slipper Co., 


Dainty Maid Shoe Co., 
Dainty Maid Slipper Co., 
Day-Gormley Co., 
Diamond Shoe Co., 
Dingley Foss Shoe Co., 
Dodge, Bliss & Perry Co., 
Doyle Shoe Co., 
Deauville-Palatine Corp. 
Dunbar Pattern Co., 
Dunn & McCarthy, 

The Irving Drew Co., 
Dyer & Hall, Inc., 
Dartmouth Shoe Co., 

W. L. Douglas Shoe Co., 


The Walter T. Dickerson Co. 


Eagle Shoe Mfg. Co., 
Ephrata Shoe Co., 
Essex Rubber Co., 
Edouard Shoe Styles, 


Farmington Shoe Mfg. Corp., 


Fenway Shoe Co., 

Fisher Shoe Co., 

Five-Star Shoe Co., Inc., 
Freeman Novelty Shoe Co., 
Fairfield Shoe Co., 

Field & Flint Co., 

Fein & Glass, 


Gale Shoe Mfg. Co., 
Gerberich-Payne Shoe Co., 
Grand Slipper Co., 


Marlboro, Mass. 
Lynchburg, Va. 
Long Island City, N. Y. 


Haverhill, Mass. 
Brooklyn, N. Y. 
Boston, Mass. 
Brockton, Mass. 
Auburn, Me. 
Newburyport, Mass. 
Brockton, Mass. 
New York, N. Y. 
Brockton, Mass. 
Auburn, N. Y. 
Portsmouth, Ohio 
Auburn, Me. 
Boston, Mass. 
Brockton, Mass. 
Columbus, Ohio 


Everett, Mass. 
Ephrata, Pa. 

Trenton, N. J. 

New York City, N. Y. 


Dover, N. H. 

Lynn, Mass. 
Newburyport, Mass. 
Long Island City, N. Y. 
Framingham, Mass. 
Columbus, Ohio 
Brockton, Mass. 
Reading, Pa. 


Manchester, N. H. 
Mount Joy, Pa. 
Passaic, N. J. 
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Great Western Shoe Co., 
Green Shoe Co., 

J. J. Grover Shoe Co., 

H. C. Godman Co., 
Gregory & Read Co., 

Great Northern Shoe Co., 
S. Goldberg & Co., 
Goodwill Shoe Co., 

E. J. Givren Shoe Co., 


Harvard Shoe Co., 
Hannahsons Shoe Co., 
Herbert Holtz Shoe Co., 
Hill Bros. Co., 
Hoimes-Terhune Co., 
Vincent-Horwitz Co., 

F. M. Hoyt Shoe Co., 
Hubbard Shoe Co., 

A. 2. Hyde Sons Co., 
Geo. W. Hubler Shoe Co., 
Halpern Shoe Co., 


Interstate Shoe Co., 


Jackson Shoe Mfg. Corp., 
Johnston & Murphy, 


A. S. Kreider Shoe Co., 
Katzman-Brindis Shoe Co., 
Kimel Shoe Co., 

Kleven Shoe Co., 

Knight Slipper Co., 

Knipe Bros. Co., 

Koss Shoe Co., 

Kaplan Shoe Co., 
Keystone Slipper Co., 


W. L. Kreider Sons Mfg. Co., 


Lasell Shoe Co., 

Leonard & Barrows Co., 

Little Falls Felt Shoe Co., 

John E. Lucy Shoe Co., 

Liberty Shoe Co., 

Lockwedge Shoe Corp. of 
America, 

Lynx Shoe Co., 


Manning-Gibbs Shoe Co. 
Mayer-Herman Shoe Co. 
Melanson Shoe Co., 
McNichol & Taylor, Inc. 
Milford Shoe Co. 
Municipal Shoe Co. 
Marmon Shoe Co. 
Merrimack Shoe Co. 
Milday’s Footwear Corp. 


Novelty Slipper Co. 
Nyack Shoe Corp. 
National Felt Slipper Co. 
Norway Shoe Co. 


Old Colony Shoe Co. 


Paisner & Batchelder, Inc. 
Panther-Panco Rubber Co. 


Milwaukee, Wis. 
Boston, Mass. 
Stoneham, Mass. 
Columbus, Ohio 
Lynn, Mass. 
Manchester, N. H. 
Hackensack, N. J. 
Holliston, Mass. 
Rockland, Mass. 


Boston, Mass. 
Haverhill, Mass. 
Haverhill, Mass. 
Hudson, Mass. 
Boston, Mass. 
New York, N. Y. 
Manchester, N. H. 
Rochester, N. H. 
Cambridge, Mass. 
Auburn, Pa. 
Haverhill, Mass. 


Manchester, N. H. 


New York, N. Y. 
Newark, N. J. 


Annville, Pa. 
Haverhill, Mass. 
Haverhill, Mass. 
Spencer, Mass. 
Brooklyn, N. Y. 


Ward ‘Hill, Mass. 


Auburn, Me. 
Dover, N. H. 
Philadelphia, Pa. 
Palmyra, Pa. 


Nashua, N. H. 


Middleboro, Mass. 


Little Falls, N. Y. 


Middleboro, Mass. 


Lynn, Mass. 


Columbus, Ohio 
Brockton, Mass. 


Worcester, Mass. 
Brooklyn, N. Y 
Lynn, Mass. 
Lynn, Mass. 
Milford, Mass. 
Brooklyn, N. Y. 
Boston, Mass. 
Lowell, Mass. 
New York, N. Y. 


New York, N. Y. 
Nyack, N. Y. 
Worcester, Mass. 
Norway, Me. 


Brockton, Mass. 


Lynn, Mass. 
Chelsea, Mass. 


These Hotels 
Will Cooperate 


See aS 





Prospect Shoe Co. 
M. A. Packard Co. 
Publix & Vim-Ode Shoes 


Racine Shoe Co. 
Richards & Brennan Co. 
Rich-Vogel Shoe Co. 
Robinson-Bynon Shoe Co. 
Rubin Bros. Footwear 
Royal Shoe Co. 


Scholnick Shoe Co. 

Shoe Form Co., Inc. 

Shoe and Leather Reporter 
Signal Shoe Co. 

Southern Shoe Mfg. Co. 
Stetson Shoe Co. 

Suffolk Shoe Co. 

Souvenir Shoe Co. 

Stedfast Rubber Co. 
Shapiro Bros. Shoe Co. 


E. E. Taylor Corp. 
Tolman Print, Inc. 
Truitt Bros. 

Tower Shoe Mfg. Corp. 
Tupper Slipper Corp. 


U 


United Shoe Machinery Corp. 


Unity Shoemakers 

United Novelty Shoe Co. 
Universal Shoe Corp. 
United Shoe Pattern Co. 
United Slipper Co. 


Walden & Perry 
Wall-Streeter Shoe Co. 
Wearplus Shoe Co., 
Wellesley Shoe Co. 

E. T. Wright & Co., Inc. 
Wear Ever Slipper Co. 

A. Werman & Son 


Boston, Mass. 
Brockton, Mass. 
Boston, Mass. 


Racine, Wis. 

Randolph, Mass. 
Hartford, Wis. 
Auburn, N. Y. 

Long Island City, N. Y. 
Randolph, Mass. 


Boston, Mass. 

Auburn, N. Y. 

Boston, Mass. 

Boston, Mass. 
Hagerstown, Md. 
South Weymouth, Mass. 
Chelsea, Mass. 

Lynn, Mass. 

Boston, Mass. 
Haverhill, Mass. 


Boston, Mass. 
Brockton, Mass. 
Binghamton, N. Y. 
New York City, N. Y. 
Brooklyn, N. Y. 


Boston, Mass. 
Boston, Mass. 
Lowell, Mass. 
Sanford, Me. 
Boston, Mass. 
Brooklyn, N. Y. 


Lynn, Mass. 

North Adams, Mass. 
Lowell, Mass. 
Boston, Mass. 
Rockland, Mass. 

So. Norwalk, Conn. 
Brooklyn, N. Y. 
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The Fabric Side of the 


Early Buying of Silks and Woolens for 
Ready-to-Wear Points the Way in Shoes 


By RUTH HARRINGTON 


A: this time, in 
early reports from the fabric houses, we have 
the first indications of Fall buying. Reaciy- 
to-wear cutters are ordering yardage now {or 
their early showings. Every year these early 
commitments are a bit more cautious. Who!:- 
salers and retailers are buying closer and 
closer to their season. But these early indic.- 
tions will give shoe retailers a general idea 
of the ready to wear trend for the next six 
weeks or co. 

In this story, there is one word of four let- 
ters that you want to underline four times. 
And the word is 


In woolens, silks and velvets, this is the 
theme song of the season. And it’s a most im- 


French sketches courtesy 
American Woolen Company. 
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21 Fall Fashion Story... 


portant theme for shoes—Stitchings, tuckings, ribbed 
shoe fabrics themselves—all carry out the ribbed idea. 
You can’t overemphasize its importance. You 
couldn’t go wrong in making it the dominant idea 
in all your early shoes, in your displays, in your 
promotions. 

Early coat buying, according to leaders in the 
woolen industry, gives black its usual first place. 
Next interest centers on the dark browns. This deep 
tonality of brown is the conservative color choice 
avain. As the season develops, it is quite possible 
that the lighter browns, so importantly registered in 
Paris mid-season, will come forward. In tweeds and 
other informal fabrics this emphasis is already ap- 
parent. 

But for the typical coat, the average coat, the all- 
day coat, the first choice now is again a dark brown. 
Note here, however (and this is important), that the 
new dark brown has a different character. It is not 
the brown of last year . . . and you can’t just sell 
last season’s left-over leathers or left-on-the-shelves 
shoes. It’s a brown with a distinct taupe cast. 
Brown Taupe of the leather color card is its best 


complement. And this taupe cast in your first brown 
shoes will make them new, interesting and salable. 


French sketches courtesy 
of 1... & E. Stirn 


The © 


Greys are coming along very well indeed. Oxfords 
in tailored woolens. Excellent. Eel greys in the more 
formal types. But the coat market is being very 
choosy about the exact cast of its eel grey. In some 
of the lines eel greys have a peculiar pink cast. That’s 
bad with furs. The successful eel greys are true 
neutrals—rich and warm but with no rosy overtones. 
So watch your step when you buy eel grey shoes. 
Look at them in all lights. We would advise you 
strongly to get a good silk or woolen sample and key 
all your eel grey shoes to that true color. The trade 
likes Stehli’s eel grey color very well. If you can 
beg, borrow or buy a piece of that, you are all set! 

And now we come to the “also-rans” in color. 
Green first. And it’s a bronze green. Forstmann & 
Huffmann’s “Bronzeen” set the pace for green the 
middle of last season and is expected to carry on for 
the early Fall. The darker, bluer, boxwood greens are 
also good. Red and rust of course. Never a season 
without them. And if you want a red shoe in your 
Fall showing, then we say make it a good brown red 
like Bourbon. Don’t go burgundy in leather. The 
new costume reds are on the ruby cast. Clear, as 
Miss Ruth Kerr says, “like currant jelly held up to 
the light.” The use of reds this summer in combina- 
tion with white indicates a play on the shade for 

[TURN TO PAGE 70, PLEASE] 
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Will High Wages Return Good Business? 


, Industrial Recovery Act is 
not a compulsory profit and dividend law first and a 
reemployment law second, for General Johnson says: 
“Wages and hours first; we'll talk about production 
and competition and prices later.” Last week he 
snapped the whip to hurry the work for he expects 
at least ten major industries “in line by August first.” 
So the real seriousness of governmental action speeds 
the action of all industries to regiment wages and 
hours to a higher level than ever. More people at 
work, with more money in more pockets—by law. 

The entire scheme of business changes and we step 
into welfare-capitalism, where the first concern of 
the business man is his employee and his second obli- 
gation is to his competitor so all three may make a 
profit, in a new world, economically, and a better 
world. 

To get the law off to a fair start, the majority of 
industries are centering on a forty-hour-week, then 
to advance wages by flat percentages and then to 
establish minimum wages for common labor. These 
improvements naturally increase costs to the manu- 
facturer—he is actually doing these things before re- 
ceiving assurances of a compensatory return. All 
along many a manufacturer has been paying wages 
and producing things, even though in the red, through 
a feeling that “the welfare of labor was the true con- 
cern of the business man.” Now the practice be- 
comes national and obligatory. If it can rapidly be 
introduced in all business, then the back of the depres- 
sion is broken by the weight of the wage envelopes. 

Price levels high enough to permit of these extra 
costs must be made by forms of agreement, under 
codes. First, a national agreement that shoes must 
not be sold below cost—or better still—cost plus fair 
profit. This will probably be made compulsory. It 
is the very heart of: the Industrial Control Act, for 
without revenue in sales, all wages and hours cease. 
Uniform cost accounting may follow to assure under- 
standing of what constitutes true and sustained profit. 
For the first time in economic history the business 


man is going to be compelled to know what is actual 
cost, and he must profit or quit. 

Fortunately, the shoe industry understands its basic 
problems. It is not subject to the rush of conflicting 
trades going all directions at once. It is a simple, 
one product industry—rapidly preparing its code and 
simplifying it to the fewest possible rules. It will 
he accepted with speed and certainty for it will have 
few points of controversy. Let’s hope other indus- 
tries fare as well. If so we can expect the “ground 
swell” of purchasing power to sweep over the country 
before winter sets in. Token of it is manifest by 
the present purchase of shoes in such generous and 
seasonable volume! 


Move Along the Entire Line 


HIS is “the ideal” Summer at retail. It came in 

timely and it fitted in perfectly with weather and 
apparel. Certainly if white is the index of Summer, 
it is white all over the country. It has been unusual 
in that the majority of stores continued regular sales 
through the month of June and even into July. It 
can be made the “best Summer” on shoe store record 
if every worker in every store will sell “everything 
seasonable.”” Too often the salesman sells what is the 
“big call,” and as a result patterns and combinations 
lag while “all whites” clear to the very shelves. 

If a salesman would retard his “easy sale” and 
present the other numbers he might move the entire 
stock, so that the season’s end might find the fewest 
left-overs on record. 

If we are in for the new period of selectivity, the 
responsibility of the clerk is as much to the store as 
to the customer. The buyer is not infallible—help 
him clear his mistakes as well as you do his successful 
styles. A clean close-up in August means a sweet 
new stock for September. 

This is the retailer’s greatest Summer to show his 
stuff, if every clerk will help. 
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What every merchant should know 












@ The American Weekly 
is the national magazine 
with local influence. It is 
read by over 5,000,000 
| families every week— 
i many of whom live in 
| YOUR community and 
buy in YOUR store. 













/ 
\7-¥ 


eal 


The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Sunday Newspapers. In 529 of America’s 995 towns and cities of 
10,000 population and over, The American Weekly concentrates 68% of its 
circulation. 





















In each of 93 cities, it reaches one out of every two families 
In 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 








... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 











When writing advertisers please mention Boot and Shoe Recorder 
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THE SHOE STORE} 





A Working Schedule for Busy 


Merchants 





1 Be sure your windows are 
displaying your smartest 
styles and best values today, for 
with a holiday just ahead and 
the July vacation season begin- 
ning this should be a BIG day! 
Have a “leader” or two per- 
haps, but do not cut prices 
generally. Wait until after 
July 4th. 


Some stores will decide 

the second week in July is 
a good time to clear stocks. 
The first thing is to go through 
your stocks today and dig out 
everything that ought to be 
turned into cash. Name prices 
on every pair that will get 
ACTION! 








1 3 Are you pushing Hosiery 

hard during your sale? 
This is the time to clean up 
your stocks for the new Fall 
colors will be out soon. One 
or two tables of your best 
values, placed where all cus- 
tomers will pass them will pick 
up a lot of extra sales for you. 





Prepare your 
ad today and get it to the 
paper so you can have reprints 
tomorrow to mail to customers 
and distribute house-to-house. 
And put some WALLOP into 


newspaper 


your layout and copy. Don’t 
sacrifice profits by cutting 
prices on white shoes too early. 


1 If the sale started off 

with a bang last Satur- 
day your sale windows will prob- 
ably need a little freshening 
up and rearrangement today. 
Move up front the numbers 
that didn’t sell well Saturday 
and replace any sold-cut num- 
bers with other items you want 
to move. : 


* 


1 There should be a BIG 

sale ad tonight. Keep 
hammering away at the sug- 
gestion that with leather prices 
increasing NOW is the time to 
stock up on footwear. Why not 
feature Saturday as “Children’s 
Day” in the: sale and play up 
in a big way in the ad your 
children’s shoe bargains? 


3 Continue your style win- 
dows today, but make 
room in one of them for a 
patriotic display for over the 
Fourth. Be sure there’s a good 
display of golf and sports foot- 
wear in today’s windows, too. 
A one-day hosiery leader will 
draw “window-shoppers”’ inside. 
Feature slippers for vacation 
travel. 


Put in your sale windows 

today. Use plenty of at- 
tention-getting cards and 
streamers. And get some sale 
atmosphere inside the store, too. 
Paper pennants on wires across 
the store ceiling, and big sale 
cards will help. Your news- 
paper ad should appear tonight. 


11 In your sale offerings 
there are numbers that 
you know will be of interest to 
particular customers. Use the 
telephone today—and have the 
salesmen call their customers— 
and tell those you think will be 
interested about special sale 
items you are offering. 


1 Did ycu put in a good 
sale window of children’s 
shoes to back up your ad? And 
did you rearrange your other 
sale displays for Saturday shop- 
pers? A balloon or some other 
simple little souvenir for every 
child today will be a good in- 
vestment in good-will. 


8 If you've done a good job 
of preparation and adver 
tising this should be a BIG day 
for people are once more in 
buying mood and the evidence 
of rising prices is making them 
hungry for bargains. Have you 
plenty of help to take care of 
all customers today? 


12 If you have a daily paper 

in your town there ought 
to be a good sale ad today. And 
you had better go through 
stocks again today to make sure 
everything is out that ought to 
be sold, and to see just how 
every sale offering is moving. 
Keep after the “stickers!” 
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CALENDAR 






FOR « ¢ ¢ 
e «+ JULY 





To Produce More Profit Through Planning 





1 Last week of your clear- 

ance sale, and when you 
change your window displays 
around today you should put in 
several big cards announcing 
that this is the last week. Per- 
haps you will want to do some 
repricing, too, grouping odd 
lots and making further cuts on 
slow sellers. 


21 There should be a big 
ad tonight announcing 
Saturday as the “Last Day of 
Our July Shoe Clearance.” And 
the windows probably need to 
be livened up, too. Yes, it’s 
hard work, but it takes hard 
work to keep a sale going at 
full speed for two weeks with- 
out a let-down. 


2 It is not too early to be 

thinking of your Fall 
plans. What about Fall window 
backgrounds and interior trims? 
Plans made now will save you 
time later. Sizes and colors on 
hosiery probably need a thor- 
ough going over after the busy 
two weeks of your sale. 


29 Are you and your sales- 
men reminding custom- 
ers that leather prices are up 
and shoe prices are sure to fol- 
low? A little of this, tactfully 
done, will often clinch a sale 
when the customer is unde- 
cided. Have a special table of 
Hosiery for today. 


1 Why not make tomorrow 

a “Men’s Day” and run 
a special ad playing up your 
men’s sale values? Give a 
ticket with every sale and offer 
a box of cigars to the lucky 
holder, or DO SOMETHING to 
bring the men in. Get your 
men’s items out on tables where 
they can be seen. 


22 This is your clean-up 
day. Do your best to 
make it a real clean-up so you 
can look ahead to the Fall sea- 
son with clean stocks. 
every minute on the selling 
floor and see that every cus- 
tomer gets prompt service and 
hears of your best values. 


2 Do you buy an advertis- 

ing mat service? Are you 
satisfied with it? Now is the 
time to change if you’re going 
to change. The busy Fall sea- 
son will be with you before you 
know it! Watch your news- 
paper’s service, too, and reserve 
the new mats as they come in. 















Spend, 


19 Every man who is a regu- 
lar customer should be 
called on the telephone today 
and told about your sale values. 
Even though not many come in 
it is good advertising for it 
flatters those called to be told 
they’re considered your good 
customers and get special at- 
tention. 





















2 Did you have some odds 

and ends left after your 
clearance? One good way to 
dispose of these is to use them 
for Saturday window leaders, 
naming prices that will move 
’em quick! Have you checked 
shoe stocks since the sale? If 
not, why not do it today? 





3 1 Change or rearrange your 

windows today. What 
are you going to do to make 
August a good month? Are 
your plans all made? Have 
you checked up your records 
to see what you did a year ago? 
you had better map out your 
entire month’s plans right now! 





20 Put big cards in your 
windows today reading 
“Last 3 Days of the Sale.” Then 
change them tomorrow and 
again on Saturday. Stocks ought 
to be thoroughly checked again 
today, too, for ten days of spe- 
cial selling may make you de- 
cide to throw other items into 
the sale. 






2 Remove every trace of 

the sale from windows 
and interior today. Put in a 
smart style window, and if you 
have any new styles in stock 
display them with cards an- 
nouncing them as the “First 
Advance Fall Styles.” See that 
every shoe displayed is priced. 





2 If you have enough new 
styles in stock feature 
them in your ad tonight. If 
you're going to have some win- 
dow leaders tomorrow play this 
up in your ad. Don’t tell what 
the offers are, but urge people 
to look in your windows for 
“Saturday's Special Values.” 
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_. an Increase of 


2300 percent ye 


It started in 1929. Since then, every year has brought a constant ghd con- 

tinued increase in the popularity of Compo shoes. The first three fnonthsof""™ 
1933 are significant and typical, for government statistics show J at he volume 
of women’s shoes of all kinds was thirty-two million pairg#O thi total, more 


than seven million pairs were genuine Compo shoesg 


Compo is by all odds the biggest factor in cemght shoe produftion, although 
there are some shoes made by other cementigig equipment. No figures have 
yet been published, but we estimate consefWatively that forty percent of all 
women’s shoes manufactured in the Unit§d States today are emented shoes 
—a great increase over last year, of cafirse, Ang pureg for 1933 are 
mounting at a rate which will reachgaffig : 


Shicca Method (now , 

single-sole Compo 

presents the ultjihate in the art of, cement shoe manufacture. Inci- 
dentally, it’s agbther reason for the irigrease in Compo shoe production. 


fist three months 
1920 
300,000 
pairs of @mo() shoes y 
COMPO SHOE MA 
New York 





When writing advertisers please mention Boot and Shoe Recorder 
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« first three months 


1933 
7,000,000 





i VA ie F A name which stands for a new and improved shoe as 


TRADE MARK made by more than one hundred leading manufacturers. 


ACHINERY CORPORATION 


Boston St. Louis 





When writing advertisers please mention Boot and Shoe Recorder 
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Greatest White Year in Shoes 


But the Best Selling White Shoes This Season Are Relieved from 
Sameness and Monotony by Some Smart Treatment, Such as 
Tucking, Stitching, Perforations, or a Combination of Materials 


From a Recent Coast-to-Coast Radio Talk over Stations 
of the National Broadcasting Co. in the Women's Radio 
Hour 


By ELIZABETH AMBROSE 
Stylist, New Castle Division, Allied Kid Co. 


‘ie is a Summer when 
fashions have gone mad, but at the same time surpris- 
ingly sensible. In no other year would any one have 
thought of perforating a white kid shoe on every 
possible bit of surface, then carefully counting the 
holes, and advertising “this pair of shoes contains 
over 14,000 perforations.” Yet this is exactly what 
one manufacturer did, and the response was enormous. 

This shoe is perhaps the most spectacular example 
of a treatment that is an important factor in shoe 
fashions this Summer—perforations that run all the 
way through the lining of the shoe. The newest 
versions are tiny, needle holes, usually on kid, but 
larger holes on heavier leathers are very popular, also. 

The shoe with an inlay of mesh fabric is another 
type that has sold very widely for warm weather 
wear, and it forms an excellent tie-up with the gen- 
eral use of string and twine costumes and accessories. 
Two other very popular treatments are pin tuckings 
and all sorts of ornamental stitching. 

So far as pattern goes, the great news of the sea- 
son is the fact that oxfords and tie effects are selling 
better than any other types of shoes. However, when 


you come to examine the oxfords of this year, it is . 


not surprising, for they have never been so varied. 
First and most important is the light little one- or 
two-eyelet tie, fastened with a grosgrain ribbon, built 
on a moderately high heel, that can be worn all day 
long, with any kind of a costume. At the opposite 
extreme is the boyish, low-heeled, five-eyelet oxford, 
newly popular since the younger generation has gone 
ingenious, and taken to roller-skating and bicycling. 
In between are innumerable varieties, of varying de- 
grees of formality. 

A shoe that is making his story this year is the 
sandal with a broad front strap, on a medium heel. 
Even newer is a combination of this type with the 
Ghillie Oxford that was so popular last year. The 
broad strap acts as a tongue and the oxford lacings 
run across it. 


High-heeled, delicate sandals are the best shoes for 
formal afternoon and evening. Pumps continue to be 
worn both in formal and spectator types. 


Kia is the most popular material 
of the season for the all-day-long shoe. For sports 
and spectator wear there are buck, calf, pig, and 
leathers with embossed designs, in particular the new 
goat leather, which resembles the Scotch grain used 
in men’s shoes, but is lighter in weight. For evening, 
crepe or satin, or combinations of the two, dyed to 
match the dress, are good, silver kid sandals are popu- 
lar, so are doeskins in bright and pastel colors. The 
best possible shoe to wear with cotton evening 
dresses is a sandal made of a brand new material— 
waffle pique. 

When any one brings up the question of color, ] 
can only think of the unfortunate Northern donkey 
who was shipped south. You'll remember that he 
arrived on such a hot day that the corn in the fields 
had popped, and he thought it was snow and froze 
to death! Today all the stores in New York look 
like those corn-fields, in every department from neck- 
wear to shoes. There has never been such a “white 
season.” However, the white shoe of this year is not 
an unrelieved glare of white—its surface is usually 
broken by some such treatment as tucking, stitching, 
perforation, or combination of materials. 

There is also a revival of interest in the brown- 
and-white, and black-and-white shoe. 

Some time during the Summer you'll probably 
need a second pair of shoes to wear with your Spring 
street clothes. Blue, black and brown shoes in light 
weight leathers are always available, and in early 
August stores will begin to show two interesting new 
colors—a deep gray, suitable for wear with the light 
gray clothes you bought this Spring, but dark enough 
for Fall, and a gray-brown, to wear with the new 
taupe range that is beginning to appear in costumes. 
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NEW ENCLAND «+: BETTER VALUE 


SILHOU-WELTS 
UCO PROCESS 








From now on 


YOU WILL NEED 
SHOES WITH EXCLUSIVE 
CONSTRUCTION FEATURES 


Rebuild Your Sales Volume With Air-O-Pedics 





Now that ihe public is buying more liberally 
again—the consistently maintained Quality 
and Exclusive constructional features of 
Air-O-Pedics are quick assets in rebuilding 
profitable sales volume. 





Sound and patented comfort construction— 

smart styling—moderate price and complete 

In-Stock service. These are the qualities 
FOR MEN which build Air-O-Pedic repeat sales. For the FOR WOMEN 
first step in a rapid rebuilding of sales and 
profits—write to 


© 
AIR-O-PEDIC SHOE COMPANY 
MONTELLO STATION, BROCKTON, MASS. 


(az NEW YORK OFFICE—434 MARBRIDGE BUILDING Gacy 


AT THE STATLER SEVENTY-FIVE STYLES 
JULY 10-11-12 ‘ IN STOCK 


AAA to EEE 
ROOM 422 ONE to TEN 














« 
See the Air-O-Pedic Line—Room 422, Hotel Statler, Boston Shoe Show 














SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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AND NOW in a NEW FACTORY 


The beautiful new plant that we have just ac- 
quired in Waltham, Massachusetts measures up 


, rf TS a (a4 re 
in every respect to the standards and ideals that meee si pan BBbo™ 


our service and our organization. 


BANCROFT WALKER COMPANY 








PICK A GOOD LINE AND STICK TO 










R STYLE 














yy 


Y for the rWearer and the Retailer 


/ 
Withee: 


No need to explain what we mean by “Magic” to the women 





a 


who wear Foot Delights. Every day, and all over the country, 
they are proudly bringing or sending their friends into Foot 


Delight stores to share their discovery of this new ‘‘Magic’’. | 


f E . : « é ys 4 a! 
yepeaae® Ml 
a Oe al on ‘ 


. . nae PTET ae a ae pReBBE US 
we have always tried to build into our product, RUMAMAIAM AA Sars Pe 
Ta Pee ‘"“ BBE SB 
ia . : se 7 —— 
} 




















MAGIC EASE 











SMARTEST of SHOES 











LS 


SEE PAGE 36 FOR CLASSIFIED DIRECTORY 











MEN’S SHOES 
Retail $8.50 and up 


C. H. ALDEN COMPANY, Abington, Mass. 
Boston Office, 10 High Street 
SEE PAGE 38 


EDWIN CLAPP & SON, E. Weymouth, Mass. 
COPLEY-PLAZA, ROOM 227 


M. A. PACKARD COMPANY, Brockton, Mass. 
Hotel STATLER, ROOM 416 
SEE PAGE 57 


STACY-ADAMS COMPANY, Brockton, Mass. 
SEE PAGE 54 


The STETSON SHOE CO., Inc., S. Weymouth, Mass. 


Boston Office, 136 Boylston St. 
COPLEY PLAZA, ROOM 229 
SEE PAGE 55 


E. T. WRIGHT & CO., Rockland, Mass. 
Boston Office, 10 High Street 
COPLEY-PLAZA, ROOMS 201-203 


MEN’S SHOES 
Retail $5 to $8.50 


AIR-O-PEDIC SHOE COMPANY, Brockton, Mass. 
Hotel STATLER, ROOM 422 
SEE PAGE 34 


G. H. BASS & COMPANY, Wilton, Me. 
BROCKTON CO-OPERATIVE SHOE CO., 


Brockton, Mass. 

Boston Office, 596 Atlantic Ave. 
COPLEY-PLAZA, ROOM 261 
SEE PAGE 42 


CURTIS SHOE COMPANY, Marlboro, Mass. 
Boston Office, 186 Lincoln St. 
Hotel STATLER, ROOM 406 
SEE PAGE 48 


W. L. DOUGLAS SHOE CO.., Brockton, Mass. 
Hotel STATLER, ROOMS 449-450 


CHARLES A. EATON CO., Brockton, Mass. 
SEE PAGE 51 


L. B. EVANS' SON CO., Wakefield, Mass. 
Boston Office, 10 High Street 
COPLEY-PLAZA, ROOM 233 
SEE PAGE 52 


GEO. E. KEITH COMPANY, Brockton, Mass. 


LEONARD & BARROWS, Inc., Middleboro, Mass. 
Boston Office, 183 Essex Street 
Hotel STATLER, ROOM 437 
SEE PAGE 56 





































WHERE TO FIND TH§E 





OLD COLONY SHOE COMPANY, Brockton, Mass, i 
Boston Office, 10 High Street 
Hotel STATLER, ROOM 441 


M. A. PACKARD COMPANY, Brockton, Mas:. 


{ 
; 


Hotel STATLER, ROOM 416 AMBRID 
SEE PAGE 57 salen 
SEE PA 


RICHARDS & BRENNAN COMPANY, Rando'oh, M; 
COPLEY-PLAZA, ROOM 309 


SEE PAGE 58 
E. E. TAYLOR CORP., Brockton, Mass. 
Boston Office, 210 Lincoln Street FeO, E. k 
COPLEY-PLAZA, ROOM 209 
TETS 
E. T. WRIGHT & CO., Rockland, Mass. yh 
Boston Office, 10 High Street OPL 
COPLEY-PLAZA, ROOMS 201-203 “fe 
MEN’S SHOES 
Retail $5 and under 
W. L. DOUGLAS SHOE CO., Brockton, Mass. Pr 
Yotel STATLER, ROOMS 449-450 a . 
ote 
HILL BROS. CO., Hudson, Mass. SEE F 
Hotel STATLER, ROOM 409 _ 
AULT- 
LEONARD & BARROWS, Inc., Middleboro, Mass. — 
Boston Office, 183 Essex Street CoP 
Hotel STATLER, ROOM 437 
SEE PAGE 56 SEE | 
BANCR¢ 
BOYS’ SHOES SEE | 
CHARLES A. EATON CO., Brockton, Mass. J.M. Ce 
SEE PAGE 51 
COP 
SEE | 
MEN’S SLIPPERS noiine 
W. S. CHASE & SONS, Inc., Haverhill, Mass. -_ 
L. B. EVANS’ SON CO., Wakefield, Mass. 
Boston Office, 10 High Street W. L. D 
COPLEY-PLAZA, ROOM 233 Hot 
SEE PAGE 52 
DYER & 
OWENS SHOE CO., Lynn, Mass. Hot 
Boston Office, 183 Essex Street 
SEE 
RIDING BOOTS Co | 
J. M. CONNELL SHOE CO., S. Braintree, Mass. = 






COPLEY-PLAZA, ROOM 241 
SEE PAGE 59 





SEE 














































IEHOES YOU NEED 


_ Mass, RUBBER FOOTWEAR 
TENNIS SHOES 
SUMMER SANDALS 


AMBRIDGE RUBBER COMPANY, Cambridge, Mass. 


Boston Office, 600 Atlantic Ave. 
SEE PAGE 43 


WOMEN’S SHOES 
Retail $8.50 and up 


FEO. E. KEITH CO., Brockton, Mass. 


oh, Ma 


he STETSON SHOE CO., Inc., S. Weymouth, Mass. 
Boston Office, 136 Boylston St. 
COPLEY-PLAZA, ROOM 229 
SEE PAGE 55 


WOMEN’S SHOES 
Retail 85 te 88.50 


AIR-O-PEDIC SHOE CO., Brockton, Mass. 
Hotel STATLER, ROOM 422 
SEE PAGE 34 


AULT-SHACKFORD SHOE CO., Auburn, Me. 
Boston Office, 10 High Street 
COPLEY-PLAZA, ROOM 357 
SEE PAGE 41 


BANCROFT-WALKER COMPANY, Waltham, Mass. 
SEE PAGE 35 


J.M. CONNELL SHOE CO., S. Braintree, Mass. 
COPLEY-PLAZA, ROOM 241 
SEE PAGE 59 


DODGE, BLISS & PERRY CO., Newburyport, Mass. 
Hotel STATLER, ROOM 662 
SEE PAGE 49 


W.L. DOUGLAS SHOE CO., Brockton, Mass. 
Hotel STATLER, ROOMS 449-550 


DYER & HALL, Inc., Auburn, Me. 
Hotel STATLER, ROOMS 601-603 
SEE PAGE 50 


GEO. E. KEITH CO., Brockton, Mass. 


MELANSON SHOE CO., Lynn, Mass. 
COPLEY-PLAZA, ROOMS 218-220 
SEE PAGE 56 








JUVENILE SHOES 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. 


The GREEN SHOE MFG. CO., Boston, Mass. 
COPLEY PLAZA, ROOMS 206-208 
SEE PAGE 59 


MELANSON SHOE CO., Lynn, Mass. 
COPLEY-PLAZA, ROOMS 218-220 
SEE PAGE 57 


WOMEN’S SHOES 
Retail 85 and under 


AMESBURY SHOE COMPANY, Amesbury, Mass. 
Boston Office, 183 Essex Street 
SEE PAGE 39 


AULT-SHACKFORD SHOE CO., Auburn, Me. 
’ Boston Office, 10 High Street 
COPLEY-PLAZA, ROOM 357 
SEE PAGE 41 


AULT-WILLIAMSON SHOE CO., Auburn, Me. 
Boston Office, 10 High Street 
COPLEY-PLAZA, ROOM 357 
SEE PAGE 40 


CINDERELLA SHOE COMPANY, Auburn, Me. 
Hotel STATLER, ROOMS 601-603 
SEE PAGE 47 


DYER & HALL, Inc., Auburn, Me. 
Hotel STATLER, ROOMS 601-603 
SEE PAGE 50 


HANNAHSON'S, Haverhill, Mass. 
Boston Office, 183 Essex Street 
Hotel STATLER, ROOM 576 


KENDALL SHOE COMPANY, Haverhill, Mass. 


MELANSON SHOE CO., Lynn, Mass. 
COPLEY-PLAZA, ROOMS 218-220 
SEE PAGE 56 


OWENS SHOE CO., Lynn, Mass. 
Boston Office, 183 Essex Street 


ROGERS BROS. SHOE CO.., Boston, Mass. 
59 Lincoln Street 
SEE PAGE 58 

















NEW ENCLAND «+> BETTER VALUHBE 


: 





Illustrating a gentleman’s up-to-the-minute 


oxford on our Wyndam Last 





C-m: 
ALDEN 


COMPANY 


* 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
“MASS: 


COMPLETE LINES ON DISPLAY 
JULY 10-11-12 
ROOM 508—RICE BLDG. 
10 HIGH ST., BOSTON, MASS. 














CLASSIFIED LIST OF MANUFACTURERS ON PAGE 36 39 
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our stock. 
range of 
widths is 
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INNOVATION IN STOCK SERVICE 


| 


FALL BOSTON 

SHOES OFFICE 
NOW ON 183 ESSEX ST. 
DISPLAY ROOM 506 


The tremendous call 
for this striking san- 


caused us to expand 


for at once delivery. 


\ 
| 


GET ACQUAINTED 


with this 








oe offers you only those shoes that can be classi- 
fied as high-lights of style—immediately available while 
they are yet on the upswing of demand. This special In Stoek 
Service is the result of many years’ experience merchandis- 
ing fashion footwear. Let our assurance as style-selectors 
guide you. Make this innovation in stock shoes help you 
to greater profits. Come in and get acquainted if you come 
to Boston Fair—or test our shoes and service by sending a 
sample order. 


AMESBURY SHOE COMPANY > ==— 
: AMESBURY-:-:MASS 
















No. 1004—White Linen 
$2.25 









ern has No. 1000—White Kid 
A full $2.25 

i. — No. 1001—White Doe- 
— skin $2.25 


Term—5%, 30 days 





j 


[Ti 
Wy 





PAA ee ull 


Maa 





Manu 
Ladies. 





AM ESBVRY SHOE co 


Vor elty) ice 














S 

oa 

aN a IN-STOCK SIZES AND WIDTHS 
TERMS—5% 30 DAYS 


Amesbury Shoes Are Featherweight Compo Construction 








CLASSIFIED LIST OF MANUFACTURERS ON PAGE 35 
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AUBURN WILLIAMSON 


SHOE 
CO: 


ZOONS TANS 


& 25 
sfomront’ 


Talking Points and Comfort Points 
That Convince and Satisfy 


There’s sales power in these Constant Comfort 
Arch Shoes—demonstrable features of construc- 
tion that get the shoes onto your customers’ feet. 
There’s no greater business-building influence 
than satisfied customers—and that’s what Constant 
Comfort Arch Shoes make. Turn foreparts— 
rigid arch cottage shanks is the foundation for 
smart styles in seasonable leathers. Many styles 
are carried in stock in full range of sizes. 


Many leading shoe and department stores are 
counted among Constant Comfort Arch dealers. 
Join this enthusiastic group—it is a move that will 
lead to the goal of steady profits. 


IN STOCK Torn 79 Last—10/8 Continental IN STOCK 


Heel. In Stock—-AAA to C-—$2.75 





SEE PAGE 36 FOR WHERE TO BUY 








YOU WALK ON A CUSHION OF AIR 


Let a Suceessfiul Retailer tell 
the Air-Tred Story 


(name on request) 


“Air Treds are unique in their price 
field—selling on the floor we have 
more to talk about than competitive 
lines. We are happy to have such a 
feature shoe to sell. 


“The salient feature in selling these 
shoes is the immediate effect upon 
the customer. She experiences at 
once the comfort derived from the 
cushion filler. It makes one’s work 
pleasant and much easier. 


“We are immensely pleased with 
Air Tred Shoes and they are turn- 
ing over fast, as you can see by our 
frequent orders. We know you will 
have another strong line of Air 
Treds for Fall and we are going to 
use plenty of them. 


“Let us compliment your factory 
superintendent for the excellent fit- 
ting qualities and clean workman- 
ship on the shoes we are receiving.” 


Air Tred—Jane—#211-40 16/8 


Heel—Brown Suede—Simulated 


IN STOCK 


brown lizard trim—In Stock— 
AAA to C—$3.75 





SEE PAGE 36 FOR WHERE TO BUY 









NEW ENGLAND eee BETTER VALUE Bi 
With the Country’s . 
NEW DEAL 


Comes 


the ve 
Co-0? erat E 


* 


BACKED BY FIFTY YEARS 
OF QUALITY SHOEMAKING 








A new deal and the new Co-operative shoe, char- 
acteristic of the workmanship and value that has 
marked this nationally recognized Brockton insti- 
tution for more than half a century. 


New executive management has accomplished the 
seemingly impossible—the creation of a new note 
in this greater line of Co-operative shoes. See 
the new Co-operative line, already ac- 
claimed by hundreds of merchants and 
buyers, at the Boston Shoe Show. 


AT THE 
COPLEY 


BLACK Se, = 
BOARDED . PLAZA 
, 261 


THE BROCKTON five 


BOOT & SHOE ‘COMPANY 


BROCKTON, MASS. 

















SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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CAMBRIDGE Hyerg RUBBER CO. 


IS AHEAD AGAIN! 


Dealers — tie up with Camco’s fast 
® merchandising policy for greater profit! @ 


FOR FALL and WINTER 








We are specializing in Snap and Automatic 
all rubber Gaiters . . . and also offering 
standard patterns in Dress and Work Arctics, 
Gaiters and Rubbers of extra good quality— 
AND in addition .. . 


NEW NUMBERS SO ORIGINAL ... SO 
STARTLING .. . that we cannot openly dis- 
play them at this time. 


CAMCO HAS MORE SURPRISES 
for FALL and WINTER 
in Leather Sole Footwear and Sport Shoes in 
original effects which mean extra, profitable 
sales. Do not buy until you have seen 
Camcos! 


lata <»  CAMBRIDCE : 7 

ee thema a peng rite 

the nearest | sestiel RUBBER COMPANY = [aloe or wire for 

Branch Office 4 General Offices and Factories A samples 
CAMBRIDGE, MASS. 


BOSTON NEW YORK CHICAGO 
600 ATLANTIC AVE. 125 DUANE ST. 317 W. MONROE ST. 


AND LEADING WHOLESALERS 

















SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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( pres ERVER 
SHOE 


FOR MEN 


MEN’S SHOES 
E. T. WRIGHT & CO. 
Brockton, Mass 





ggasi if 

MEN’S SHOES 

E. T. WRIGHT & CO. 
Brockton, Mass 





SHOE FOR MEN 


MEN'S SHOES 
E. T. WRIGHT & CO. 
Brockton, Mass 


MEN’S AND WOMEN'S SHOES 


The STETSON SHOE CO., Inc. 
S. Weymouth, Mass 





MEN’S SHOES 
STACY ADAMS COMPANY 
Brockton, Mass. 








WELL KNOWN NE 


THE BRANDED PRODUCT IS 
ALWAYS MORE DEPENDABLE 


— MORE SALABLE — 
MORE PROFITABLE 


The origin of the trade-mark is lost in 
antiquity, but certain it is that from the 
beginning, the branded product has 
proved more reliable than the anonymous 
article. 

As early as the sixteenth century, Andrea 
Ferara, Italian sword maker of great re- 
nown, distinguished his blades from all 
others by signing his name to them. His 
product was superlative, and being 
recognizable by its trade-mark, was 
eagerly sought by all men. 

The custom of identifying worthy ar- 
ticles by a distinguishing mark grew 
rapidly as soon as the benefits were 
understood. In the complexity of the 
present day with its numberless sources 
of supply the trade-mark has become an 
essential institution in commerce — a 
protective device for the buyer and the 
honest manufacturer alike. 

In the footwear market famous New 
England brands abound, many of them 
known and respected for generations, 
others of more recent origin, but equally 
dependable. Futile attempts to create 
good reputations for unworthy merchan- 
dise have demonstrated the acumen of 
accepting branded products of reputa- 
tion as more dependable and stable. 

No greater guarantee of stability in 
business exists than that given by the 
product which bears a recognized, res- 
pected trade-mark. It is always depend- 
able. It is always salable. It is always 
profitable. 


MEN'S SHOES 
E. E. TAYLOR CORP. 
Brockton, Mass. 
































MEN’S SHOES 
RICHARDS & BRENNAN CO. 
Randolph, Mass 


THE 


PINELESS 
OXFORD 


MEN’S SHOES i 
RICHARDS & BRENNAN CO. 
Randolph, Mass 


MEN’S SHOES 
M. A. PACKARD CO. 
Brockton, Mass. 


aa CO 





MEN’S SHOES ME 
M. A. PACKARD CO. 


Brockton, Mass. 












SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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NGLAND BRANDS 


the EATON Shoe 


— 


Ee UTED) Di Non') ae ony 





THE 


SHOE 


MEN’S SHOES 


OLD COLONY SHOE CO. 
Brockton, Mass. 





GIRL SCOUT SHOES 
MELANSON SHOE CO. 
Lynn, Mass. 





MEN’S SHOES 
LEONARD & BARROWS, Inc. 
Middleboro, Mass. 





Walh- Quer 


TRas. wenn One us Oo 


MEN’S AND WOMEN’S SHOES 
GEO. E. KEITH CO. 
Brockton, Mass. 


EVANS 


STANDARO 


MEN’S SLIPPERS AND OXFORDS 
L. B. EVANS’ SON CO. 
Wakefield, Mass. 





JUVENILE SHOES 
The GREEN SHOE MFG. CO. 
Brockton, Mass. 





JUVENILE SHOES 
The GREEN SHOE MFG. CO. 


Boston, Mass. 





Mi 
\Garenrie/ 
ww 


JUVENILE SHOES 
The GREEN SHOE MFG. CO. 
Boston, Mass. 





JUVENILE SHOES 
The GREEN SHOE MFG. CO. 
Boston, Mass. 


FOR MEN 
CHARLES A. EATON CO. 


Brockton, Mass. 


(awford Shoes 


FOR MEN AND BOYS 


CHARLES A. EATON CO. 


Brockton, Mass 








WOMEN’S SHOES 
DYER & HALL, Inc. 
Auburn, Maine 





MEN’S AND WOMEN’S SHOES 
W. L. DOUGLAS SHOE CO. 
Brockton, Mass. 





MEN’S SHOES 
HILL BROS. CO. 
Hudson, Mass. 


CONTINUED ON NEXT PAGE 





SEE PAGE 36 FOR CLASSIFIED DIRECTORY 








































































































































NEW ENGLAND --- BETTER VALUEBBE 


WELL-KNOWN 
NEW ENGLAND BRANDS 


CONTINUED FROM PAGE 45 














WOMEN'S SHOES 


DODGE, BLISS & PERRY CO. 


Newburyport, Mass 








INFANTS’ SHOES 
IDEAL BABY SHOE CO. 


Danvers, Mass 









Atch Ease 





MEN’S SHOES 
CURTIS SHOE CO. 
Mariboro, Mass 


i 


@ustt 


S/i0€ Ss Alen 








MEN’S SHOES 
CURTIS SHOE CO. 
Marlboro, Mass 


MEN’S SHOES 


EDWIN CLAPP & SON, Inc. 


E. Weymouth, Mass 






WOMEN'S SHOES 
CINDERELLA SHOE CO. 
Auburn, Maine 


CAMBRIDGE Byer RUBBER CO 


RUBBER FOOTWEAR 
CAMBRIDGE RUBBER CO. 


Cambridge, Mass 


Che. 


Co-operalve 


Ahoe. 


MEN'S SHOES 
BROCKTON CO-OPERATIVE 
SHOE CO. 

Brockton, Mass 


Kuk | 


. 


WOMEN'S SHOES 
BANCROFT-WALKER CO. 


Waltham Mass 





lle 


AUEsavEY SHOE CO 





WOMEN’S SHOES 
AMESBURY SHOE CO. 


Amesbury, Mass 






L CH SU RT y 
TRADE MARK REG US PAT 


WOMEN’S SHOES 
AULT-WILLIAMSON SHOE CO. 
Auburn, Maine 









LIGHT ~ FLEXIBLE 


WOMEN’S SHOES 
AULT-WILLIAMSON SHOE CO. 
Auburn, Maine 














WOMEN'S SHOES 
AULT-SHACKFORD SHOE CO. 
Auburn, Maine 


{HE ALDEN SHOE 


FOR MEN 
MEN'S SHOES 

C. H. ALDEN COMPANY 
Abington, Mass 






MEN’S AND WOMEN’S SHOES 
AIR-O-PEDIC SHOE CO. 
Brockton, Mass. 








SEE PAGE 36 FOR CLASSIFIED DIRECTORY 














UHBETTER FINISH: BETTER STYLE 


CINDERELLA 


America’s best Proftit-making line 
for the 


INDEPENDENT MERCHANT 











Here is a franchised, competition-ex- 
empt, high styled line of modern shoes 
which gives that much sought advan- 
tage of exclusive sale in your community. 
Cinderellas cannot be matched in your 
town for value, style, fitting qualities, 
and quick-turnover possibilities. Cin- 
derellas are backed by a big stock de- 
partment and available in sizes one to 
nine—widths AAAA to C. Their value 
is possible by economical production 
and styling facilities, and a close manu- 
facturing margin. Write today for full 
information on exclusive franchise plan 
—or see us at the Boston Shoe Show 


in July. 

























CINDERELLA 


SHOE COMPANY 
AUBURN « MAINE 


SEE CINDERELLAS AT 
THE BOSTON SHOE SHOW 

HOTEL STATLER 
ROOM 601-603 



























SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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NEW ENCLAND «+ BETTER VALU 


Gikase 


Shoes forMen 


BUILT WITH 


GZ Lve [RED 
INNERSOLE 


A New Advance in 
Men’s Shoe Comfort 


In announcing the new Curtis Velvetred Construction we have 
especially in mind that retailers will need a shoe for Fall with a 
visible improvement to justify the higher prices they must ask on a 
rising market. 




















In the Curtis Velvetred we have succeeded in making an 
improvement so striking and obvious that customers will volun- 
tarily recognize its value; one which sets a very much higher 
standard for “new shoe” comfort. 


An innersole so treated as to feel like velvet to the stocking 
foot is the basis of this new process. It is smooth and 
resilient and will not crack or curl during the life of the 
shoe. 

Equally as important is the patented insulating filler which 
allows the foot to set naturally in the shoe—a filler which 
no amount of wear can cause to crawl or lump. 


The Curtis Velvetred rounds out a combination of features 
which are not duplicated in any other shoe at or near Curtis price 
range. 

The desirable styles are carried in stock and are attractively 
priced to assure ample profit and a growing repeat business. 


The Curtis Velvetred line for Fall will be displayed at Hotel 
Statler during the Shoe Show. We invite you to see or allow us to 
send a representative to visit you. Address inquiries to Curtis 
Shoe Company, Inc., Box No. 100, Marlboro, Mass. 


CURTIS @ SHOES 


Most Styles $5.00 to $6.50 






























LIKE WALKING ON VELVET | 

















| 


















SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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UHBETTER FINISH-- BETTER STYLE 


$660 6c ede eceeees 


THE CORRECT DODGE eS, FOR ALL OCCASIONS 
4 ‘ Rs 
pat) Walls 


Deed ss Pan(@ he 


NEWBURYPORT 
Sirst showing of new 
HAND-MADE 





TURNS 


for Fall and Winter 


®D 


ROOM 662, HOTEL STATLER 
BOSTON, JULY 10th, 11th, 12th 


Our complete line emphasizes the 
consummate style and fine craftsman- 
ship which is possible only in shoes 


of turn construction. 


W. G. DODGE, N. P. MERRIL AND DONALD F. SOUTAR 
$¢¢¢ ¢ @ ¢¢¢ ¢ ¢ @ ¢ 


in attendance 


“‘ONE GOOD TURN SELLS ANOTHER’’ 








$¢¢06 666% $$ 6 





SEE PAGE 36 FOR CLASSIFIED DIRECTORY 

















The line inciudes every 
high light of fashion in 
ready-for-delivery shoes. 
These smart, popular 
priced styles solve the 
turnover - profit problem 
for thousands of mer- 
chants. 


Priced to meet the popu- 
lar range for well made 
shoes with an ample profit 
to you. Few, if any, lines 
offer such a wide variety 
of patterns in such a com- 
plete range of widths and 
sizes. 


Every D. & H. shoe is 


equipped with that revolu- 
tionary, repeat sales pro- 
ducing feature—the Fitz- 
On replaceable top lift. 
This triple profit innova- 


tion sells more shoes. 


profit producers 


you should see the 
DYER & HALL 


FALL 


Seldom are such high styled— 
popularly priced — fine fitting 
shoes available from stock in a 
wide range of widths and sizes. 
Dyer & Hall shoes are well-made, 
and full of value in every way. 
They are profit makers in any 
community. 


BE SURE TO SEE THEM 
AT THE 
BOSTON SHOE SHOW 
JULY 10-11-12 
HOTEL STATLER 
ROOMS 601-603 





DYER & HALL 


INCORPORATED 


AUBURN MAINE 











SEE PAGE 36 FOR CLASSIFIED DIRECTORY 





NEW ENCLAND «* BETTER VALUERBE 





OQualit -- 


ss EATON IDEAL 


FOR OVER FIFTY YEARS 


Crawford Shoes have been recognized through- 
out the country as the symbol of quality. 


While many others have drifted far from quality 
standards, we have adhered to our policy of 
standardization and dependability. 


We sha!l always continue that policy, and year 
in and year out you can buy Crawford Shoes for 
Men and Boys with confidence and with profit. 


CHARLES A. EATON CO. BROCKTON, MASS. 


The (ow ford 
Shoe 








SEE PAGE 36 FOR CLASSIFIED DIRECTORY 
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Now 3 Complete Lines! 


HAND-TURNED 


SLIPPERS 
* 


“The best slippers money can 
buy” is a statement you can 
truthfully make when you offer 
your customers Evans Standard 
Hand Turned Slippers. Backed 
by an In-Stock Service on thirty- 
five styles, this line has been the 
standard of value and slipper 
profits with leading retailers for 
over forty years. 
Turns retail from $3 to $5 


SOFT-SOLED 
SLIPPERS 
* 


In addition to hard soles, you 
may now look to Evans for a 
new line of Soft Sole Turns. 
This new line, characteristic of 
Evans quality in every respect, 
offers twelve styles carried in 
stock. Make Evans your slipper 
headquarters. 

Soft Soles retail $2.50 and $3.00 


CEMENTED SOLE 


SLIPPERS 
* 


If price is a problem, you can 
now offer Evans quality in men’s 
slippers of cemented sole con- 
struction. This makes three com- 
plete men’s slipper lines avail- 
able from one source of supply. 
New catalog just off the press, 
showing all lines which are 
carried in stock, sent at your 
request. 

Cemented Sole Slippers retail at 

$2.50 


L. B. EVANS’ SON CO. 


BOSTON SALESROOM— !0 HIGH ST. 


Factory and Main Office 
WAKEFIELD, MASS. 


DISPLAYED AT COPLEY-PLAZA, ROOM 233, BOSTON SHOW 


SEE PAGE 36 FOR WHERE TO BUY 





BETTER FINISH-- BETTER STYLE 

















"Fie comfort, durability, and smart appearance 
of footwear, whether for sport or dress, depend 
largely upon the quality of the hidden parts of the 
shoe . . . The fusing qualities of Celastic insure a 
smooth, comfortable toe, free from wrinkles. The 
smart lines of the last are faithfully reproduced 
and maintained in the toe of the finished shoe. 
Celastic Box Toes are now universally used by 


manufacturers in all price fields. 


UNITED SHOE MACHINERY CORPORATION 


Boston, Massachusetts 


@ 


THE QUALITY BOX TOE SEE PAGE 36 FOR WHERE TO BUY 





NEW ENGLAND «>> BETTER VALU 





LA ROQUE 


| 


LIGHTWEIGHT OXFORD - TAN AND BLACK CALF 


MEN’S CUSTOM GRADE SHOES 
iis 


CONTRASTING TAN OR BLACK TRIM 


RETAILING $11 to $25 
Lip 


TAN OR BLACK CALF OXFORD 


Cridenl 


LEADERSHIP IN CUSTOM SMARTNESS | 


These delegates speak for the crispness of pattern . . . nicety of 
last... and finished workmanship in the entire Stacy-Adams line. 
Wherever the finer qualities of footwear are appreciated, Stacy- 
Adams Custom Grade Shoes are accepted as the last word. They 
have been selected and approved by the leading metropolitan stores 
as best meeting the demands of particular men. 


STACY- ADAMS 


Company 


BROCKTON, MASS 








SEE PAGE 36 FOR WHERE TO BUY 
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THE 


STETSON SHOE COMPANY 


ANNOUNCES 






an exhibit of Stetson Dept. 5 


(in stock) shoes for men and women 


AT THE BOSTON SHOE FAIR 


July 10, 11, 12 


The complete fall line will be shown, featuring many 


smart new styles, as well as the classic Stetson favorites. 


& 


ROOM 229 








The Copley Plaza 





The complete sample line of shoes, including both in-stock and custom-mades, 
for men and women, will also be displayed at the Boston Office of the Stetson 
Shoe Company, 136 Boylston Street, Boston. 








SEE PAGE 36 FOR WHERE TO BUY 


















EXTRA 
QUALITY 
MEN’S SHOES 


TO RETAIL 


$42 ,, som 








me 








UALITY workmanship and value during 

eighty years of shoemaking have given 
Leonard & Barrows, Inc., the unqualified 
confidence of hundreds of merchants and 
buyers. 


Today, as in the past, Leonard & Barrows, 
Inc., continue in a manner most befitting 
such a record of production, the creation of 
a custom and young men’s line, unsurpassed 
for style, fit, quality materials and value. 


Quality workmanship, a tradition with this 
well known New England house, is backed by 
the greatest values in a fast selling high 
style line, the equal of any manufacturer in 
the country. 





SEE THIS LINE AT THE 
BOSTON SHOE SHOW 
HOTEL STATLER 
ROOM 437 


No. 121 
THE DEVON 


HEAVY BLACK 
BROGUE CALF 


LEONARD & 


MIDDLEBORO, MASS. 
Makers of Good Shoes Since 1853 


BARROWS, INC. 





ONLY 
MANUFACTURER 


OF 
OFFICIALLY APPROVED 
GIRL SCOUT SHOES 


These official shoes are 
made over approved 
lasts, scientifically de- 
signed for fit and 
comfort — a complete 
range of widths and 
sizes carried in stock. 


AAAA to D—3% to 12 
A to D—12% to 3 
if TRADE poy MARK 
GIRL f HSco% 
REG USSR’ 


PAT. OFF 


OFFICIAL SHOE 


No. 116. Light 
Smoked Elk Sport 


Moccasin. 


SEE OUR 
COMPLETE LINE 
ROOMS 218-220 COPLEY PLAZA 
BOSTON SHOE SHOW 


Fine Welts for Infants, Children and 
Growing Girls 


To Retail $2.50 to $8.00 
In Stock 


For over forty years, the name MELANSON has 
been associated with high grade juvenile footwear 
of Goodyear Welt construction. The same high 
standards of workmanship and quality are found 
in the new Fall and Winter Melanson Line covering 
Infants’, Children’s and Growing Girls’ sizes. Re- 
tailers whose clientele demands high standards of 
fit, style and quality will find this line profitable. 


MELANSON 


SHOE COMPANY 


LYNN 
MASS. 











SEE PAGE 36 FOR WHERE TO BUY 
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New England's Style Leadership Backed 
By Years of Pioneering 


New England’s heritage in the art of shoemaking 
is equally as great in the creation of style as in the 
maintainance of quality. 

Tracing its foundation back to the early Colonial 
days, one finds-evidence of pioneer stylists in the Old 
Colony district, now recognized as the Brockton or 
South Shore section of Massachusetts. Here the male 
populace tilled at the farm through the summer months 
and worked on the bench in their humble homes, pegging 
shoes, during the winter season. 

Later Lynn, Haverhill and Newburyport became the 
centers of women’s shoemaking where the descendants 
of the early pioneers from Salem and Plymouth ex- 
panded into the women’s field, visualizing greater possi- 
bilities for expansion in this direction. 

In these centers women’s styles, many of which are 
revived at regular intervals to meet a prevailing 
costume trend, were first created. 

New England is rich in its history of style develop- 
ment. In more recent years, to all sections of the 
country have gone many designers, pattern makers 
and other exponents of the style phase of shoe mer- 
chandising, to practice the arts learned here. 

Many leading bench houses can attribute their success 
to the style development of their line at the hands of 
a man who developed in a New England factory or 
pattern house. 

Keen appreciation of style as displayed by New 
England factories will be fully demonstrated in the 
attention its lines will receive from the alert buyer 
and merchant during the Boston Show. 














When you come to 
BOSTON ..... 














HOTEL 


KENMORE 


COMMONWEALTH AVENUE at KENMORE SQUARE 
BOSTON - MASSACHUSETTS 


One of Boston’s newest and finest hotels 
pleasantly and conveniently located on broad 
Commonwealth Avenue, near Boston’s 
theatrical and shopping center. Modern in 
appointments and with a delightful homey 
atmosphere. Cheerful outside rooms. 
Special dining facilities in its moderately 
priced Coffee Shop and Main Dining Room. 


$#).00 
400 Rooms from Daily 


Each with tub, shower, circulating ice water 
LOWER WEEKLY AND MONTHLY RATES 
Ample parking space 
Send for booklet — “Historical Boston” 


Cc. P. DODSON, President 
































































SEE THEM 
AT THE 
SHOW 
luly 10, 11, 12 
HOTEL 
STATLER 
ROOM 416 

















PLE, 


FIFTY-SEVEN YEARS 
OF TANGIBLE PROOF OF 


QUALITY 


Just mention “Packard” 
and you can’t help but 
think of quality . . . qual- 
ity combined with style 
... Style combined with 
craftsmanship ...a stand- 
ard that today more than 
ever will make Packards 
bring both prestige and 
profit to your store. 







M.A.PACKARD COM 


FRC CKTON, MASSACHUSETTS 









































SEE PAGE 36 FOR WHERE TO BUY 
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marks 
the spot... 


where you'll find 
BOSTON’S 


leading wholesaler 





Boston Show 
Headquarters 
Hotel Statler 











my tS 
PV hell Ste 


feenenny ‘een | one ne Street 


ROGERS 
SHOES... 


New England's leading novelty house offers 
to visiting buyers and merchants the greatest 
array of early Fall novelties presented in re- 
cent years. 

















Rogers Bros. Shoe Company approaches its 
17th year of success, established on value 
and service, with the greatest volume of busi- 
ness, recorded over a six months’ period, in 
its history. 


Its entire staff of sales representatives will be 
available to serve you during the three days 
of the Show at their main headquarters, 59 
Lincoln St. 


Retailing In-Stock AAA's to C's 
$2.50 to $4.00 


ROGERS BROS. 
») 59 LINCOLN ST. BOSTON ee 
f 











UPER FLEXIBILITY 
UPREME COMFORT 
MART STYLE and 


ALES 


INCREASE WITH 


THE 


PINELESS 
OXFORD 


THE 


Spineless Oxford 

is making extra 
sales for merchants this Sum- 
mer—and will repeat in the 
Fall. For particular men 
who demand a rare combina- 
tion of comfort, quality and 


style. 
* 


SEE THE COMPLETE LINE OF FALL AND 
WINTER STYLES TO RETAIL AT $5 AND $6 
AT 
Room 309 HOTEL COPLEY PLAZA Boston 
JULY 11, 12, 13 


Experienced makers of flexible shoes for many years. 


z| nufs Purers of Men's Tine Shoes 


RANDOLPH, MASSACHUSETTS 





SEE PAGE 36 FOR WHERE TO BUY 
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Over 500 Shoe Factories in 
New England 


Naturally, with this great number 
of factories to call upon, the shoe 
buyer is assured a broad selection in 
almost every type and grade of foot- 
wear. 


There are several reasons for the 
concentration of so many sources of 
shoe supply within the boundaries of 
New England. First, of course, is 
that this territory is the birthplace 
of the great American shoe industry. 
Here have been born and developed 
the progressive ideas which have ad- 
vanced American shoemaking to world 
leadership. 


Then there is the heritage of shoe- 
making skill and knowledge which is 
found in no other part of the world. 
And, too, the vast number of experi- 
enced shoemakers, a great part of 
whom come of families engaged in 
fine shoemaking for generations. 


And, lastly, the nearness to sources 
of raw materials, for in New England 
is produced or fabricated nearly 
every necessary part of a shoe. The 
accessory industries—last making— 
atterns—tanning of leather—weav- 
ing of cloth for linings—nails—eye- 
lets — thread — box toes—counters— 
heels—soles—and many others—have 
naturally grown in close proximity to 
the seat of shoemaking knowledge, 
where quick access could be had of ex- 
pert opinion in the development of 
new designs and ideas. 





HIGH GRADE 
RIDING BOOTS 
JODHPURS 
IN-STOCK 
AT POPULAR PRICES 
Write for Catalog 
* 

WOMEN'S 


HIGH GRADE 
GOODYEAR & SILHOUWELT 


SHOES 


* 

ON DISPLAY 
ROOM 241 
COPLEY PLAZA 
BOSTON SHOE SHOW 


* 


J-M-CONNELL 
SHOE COMPANY 
SOUTH BRAINTREE, MASS. 














New England Shoes Have a 
Plus Value 


New England shoe manufacturing 
is an outstanding example of perma- 
nence in industry and the importance 
of such intangible factors as artistry 
and craftsmanship in a utilitarian 
product. None will gainsay that the 
New England’ shoemaking ability 
has so thoroughly woven itself into 
the industrial fabric of the country 
that year in and year out more than 
one third of the nation’s footwear 
comes from this small, isolated area. 

Unquestionably, New England shoes 
have about them an indefinable some- 
thing that makes them preferred 
above all others of equal price and 
practica'ity. That vague quality is 
not a single thing, but a combination 
of things which serve to give a more 
finished, superior grace to New En- 
gland footwear. 

The high appreciation for New En- 
gland shoes is paralleled by an En- 
glish product known throughout the 
world—Sheffield steel. In the Shef- 
field district of England there is a 
large, established quota of highly 
ski'led labor—steeped in the tradi- 
tions of excellence—steel makers for 
generations—unwilling to leave the 
district in which they were born and 
learned their trade—preferring steel- 
making to any other occupation be- 
cause they can do that best. So high 
a standard has been set by these 
steel-makers that the cutlery steel of 
the world is measured by it. Who 
would attempt to demonstrate that 
anything other than the superior skill 
of these craftsmen is responsible for 
the high excellence of their product? 

So it is in New Eng’and where the 
American shoe industry was _ born. 
Here is an abundant supply of highly 
skilled labor—men and women whose 
parents and grandparents grew up in 
the fine art of shoemaking. Even so, 
skill alone is not sufficient to explain 
why New England shoes excel all 
others in perfection of finish and 
good looks. The training of workers 
to operate machines according to 
standardized methods is not a matter 
of generations. But the accumulated 
heritage of generation after genera- 
tion of manual dexterity and keen 
observation is necessary to develop 
even the humblest worker to the point 
where he looks upon the product of 
his hands as more than a mere foot 
covering—as an expression of artistry 
in every line, proportion, weight, and 
angle. That viewpoint is a sixth 
sense, unexplainable yet clearly evi- 
dent in the finished shoe. 

Certain it is that no micrometer 
has the human artistry to say just 
how a stitch-row shall curve to most 
please the wearer’s eye—no caliper 
can authoritatively state the exact 
sole extension which will best com- 
plement and balance the rest of the 
shoe—no machine or set of rules can 
fully define these and hundreds of 
other niceties which are a part of 
every New England shoe. Yet, thou- 
sands of New England shoe crafts- 
men know these things instinctively 
—and the product of that knowledge 
is added to the intrinsic value of the 
shoes they produce. 





COMPLETE 
IN STOCK LINE 
OF FINE 
JUVENILE WELTS 


© 
STRIDE-RITE 


WELTS AND SILHOUWELTS 


a shoe containing the essen- 
tials of correct foot fitting to 
encourage the healthy growth 
of normal feet. 


INFANTS TO 
GROWING GIRLS 


Retailing 
$3.00 to $6.00 


GREENFLEX 


WELTS AND SILHOUWELTS 
INFANTS TO MISSES 
Retailing 


$2.50 to $3.50 
MO-DEBS 


WELTS AND SILHOUWELTS 
GROWING GIRLS 
Retailing 
$5.00 to $6.00 











JUNIOR 
ARCH PRESERVER 


WELTS AND SILHOUWELTS 
INFANTS TO GROWING 
GIRLS 


Retailing 


$3.50 to $7.50 


AT BOSTON SHOW 
COPLEY PLAZA 
ROOMS 206-208 





SEE PAGE 36 FOR WHERE TO BUY 








Boot AND SHOE RECORDER 
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SILHOUWELTS 


CREATE EXTRA 
SALES APPEAL 


They are 
smartly fashioned 
and promote 
foot comfort 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








B AND SHOE RECORDER 
combining THE SHOE RETAILER, July 1, 1933 


A Word About Fall Colors 


Annually, nature and fashion authorities emphasize 


the importance of browns—the right browns. We 
venture to add that the right browns are always found 
in the most appropriate Fall leather for smart 
feminine footwear — Rosebay Willow Calf — that 
supple, glovelike tannage of light calfskin that com- 
bines perfect fashion interpretation with economical 
durability and good looks. 


FAWN BROWN INDIES BROWN NEW ADMIRALTY BLUE MADEIRA BROWN 


—<<<<< << 
AMERICAN 


HIDE and LEATHER 


COMPANY 
BOSTON 


When writing advertisers please mention Boot and Shoe Reccrder 
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HOTEL STATLER e They stay permanently tight at edges any sh 
ROOM 532 e They can be worn to wafer thinness 
e Will not track dirt—no open nail holes If you 
e e Handsome, dignified, non-skid design ask 
e High, bright finish 
@ Highest quality material P 
e Patented design 
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PANCO STA-TITE 


s no ordinary heel? 












PANCO STA-TITE is the first radical ad- 






vance in rubber heel construction and sinieas 

H i inci NAIL STA-TITE 
improvement in many years. The principle A 9 sa 
of attaching is revolutionary—outmoding AND WASHERS — MESH 
the “hole and washer" method so long in | | 





use. 








Panco Sta-tites permit invisible nailing— 
this method permits the heel to be worn 
to wafer thinness without exposing the nail 
heads. It does away with the common 
annoyance and discomfort of nails being 
worked up into the wearer's heel. 










The extreme flexibility and concavity of 
Panco Sta-tite heels insure an absolutely 
tight joint to the heel base. This feature 
removes the possibility of unsightly gaping. 








Of exceptionally high quality, the high, 
bright finish, unblemished bottom design, 
and permanent neatness of Panco Sta-tites 
adds much to the good-looks and value of 
any shoe. 
















If your manufacturer does not use them— WEAR WEAR 
ask him to give you the extra selling LIMIT LIMIT 
dvant hich ith es ee 
advantage which comes wi ORDINARY  PANCO 
PANCO STA-TITE HEELS. HEEL STATITE 
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Dry Goods Trade Drafts Code 


First Retail Distribution Group to Act 


HE full text of the business code 
prepared by the National Retail Dry 
Goods Association for submission to 
Hugh S. Johnson, Administrator of the 
National Recovery Act, is as follows: 

In drafting a code of fair competi- 
tion for the regulation of the retail 
trade in conformity with the purposes 
and provisions of the National Indus- 
tria! Recovery Act, it is necessary to 
point out one fundamental difference 
between production and distribution. 
This is that retail distribution is the 
fina! outlet for a very large percentage 
of the commodities produced in the in- 
dustries. To a considerable extent, the 
existing unemployment problem has 
been caused by underconsumption and 
overproduction. In order to balance 
production with consumption it may be 
temporarily necessary to place restrict- 
ing limits on the volume of goods pro- 
duced, but no restraint which will re- 
duce the volume of goods sold for con- 
sumption should be placed upon the 
orderly processes of distribution. 

In attempting to establish principles 
of fair competition within the retail 
distributing trade, we recognize that 
most of the destructive practices which 
have grown up in competition and which 
have made business unprofitable and 
which have seriously affected the pro- 
ducing industries and their labor, have 
centered about ignorance of actual 
operating cost, the fall in the general 
price level and destructive wage or 
price cutting. In the code which we 
herewith submit, we have confined our- 
selves to: 

1. Providing a fair deal for em- 
ployees through (a) the right to or- 
ganize and bargain collectively; (b) a 
minimum wage; and (c) maximum 
working hours. 

2. Control of unfair price competi- 
tion. 

3. Regulation of advertising state- 
ments. 

4. A practical method of administer- 
ing this code. 

Nothing in the restraints imposed by 
this code is of a discriminatory nature. 
All restraints proposed in this Code are 
to protect consumers, competitors, em- 
ployees and others are in the further- 
ance of the public interest. 

No provision will stifle the initiative 
of any business conforming to these 
fair competition practices. 

The National Retail Dry Goods As- 
sociation which presents this code, im- 
poses no inequitable restrictions on ad- 
mission to membership in its organiza- 
tion; is truly representative of the dry 
goods, department store, mail order and 
specialty shop trades. The code which 
it offers is not designed to promote mo- 





Under National Recovery Plan 


nopolies or to eliminate or oppress small 
enterprises and will not operate to dis- 
criminate against them. 

It is our conviction that this code 
will tend to effectuate the policy of 
Title I of the National Industrial Re- 
covery Act. 


I. LABOR CODE 


1. Collective Bargaining. 

In conformity with the provisions of 
Section 7a of the National Industrial 
Recovery Act, the attitude of this trade 
with respect to the labor of employees 
shall be as follows: 

(1.) That employees shall have the 
right to organize and bargain col- 
lectively through representatives of 
their own choosing, and shall be 
free from the interference, re- 
straint, or coercion of employers 
of labor, or their agents, in the 
designation of such representatives 
or in self-organization or in other 
concerted activities for the purpose 
of collective bargaining or other 
mutual aid or protection; 

(2.) That no employee and no one seek- 
ing employment shall be required 
as a condition of employment to 
join any company union or to re- 
frain from joining, organizing, or 
assisting a labor organization of 
his own choosing; and 

(3.) That employers shall comply with 
the maximum hours of labor, mini- 
mum rates of pay, and other con- 
ditions of eployment, approved or 
prescribed by the President. 


2. Maximum Working Hours. 


The maximum number of working 
hours in retail dry goods, department 
store, mail order and specialty shop 
establishments, except for a period of 
two weeks before Christmas and two 
days a year for inventory, shall not 
exceed forty-eight hours a week. This 
shall not apply to executives. 


3. Minimum Compensation. 


In arriving at minimum wage rates 
for retail dry goods, department store, 
mail order and specialty shop trade 
we have had to bean in mind the fact 
that hundreds of thousands of these 
stores are located in very small com- 
munities where the cost of living is low 
and a lower wage permits a satisfac- 
tory standard of living. 

The established minimum rates of 
wages for retail dry goods, department 
store, mail order and specialty shop 
trades for a forty-eight-hour week are 
to be as follows: 

A. Adult male employes over 18 
years of age and with one year’s ex- 
perience in a retail store— 


(1.) Within metropolitan areas (as de- 
fined by the United State Census 
of 1930) of over 1,000,000 popula- 
tion at the rate of $18.00 for a 
forty-eight-hour week. . 

(2.) Within metropolitan areas (as de- 
fined by the United States Census 
of 19380) of from 250,000 to 
1,000,000 pepulation at the rate of 

$15.00 for a _ forty - eight - hour 
week. 

(3.) In the entire balance of the United 
States at the rate of $12.00 for a 
forty-eight-hour week. 

B. Adult female employes over 18 
years of age and with one year’s ex- 
perience in a retail store— 

(1.) Within metropolitan areas (as de- 
fined by the United States Census 
of 1930) of over 1,000,000 popula- 
tion at the rate of $12.00 for a 
forty-eight-hour week. 

(2.) Within metropolitan areas (as de- 
fined by the United States Census 
of 1930) of from 250,000 to 
1,000,000 population at the rate of 
$11.00 for a forty-eight-hour week. 

(3.) In the entire balance of the United 
States at the rate of $10.00 for a 
forty-eight-hour week. 

C. Junior employees of both sexes 
under the age of 18 years and/or ap- 
prentice employees over 18 years of 
age with less than one year’s experi- 
ence in any retail store— 

(1.) Within metropolitan areas (as de- 

fined by the United States Census 

of 1930) of over 1,000,000 popula- 

tion at the rate of $11.00 for a 

forty-eight-hour week. 


’ (2.) Within metropolitan areas (as de- 


fined by the United States Census 
of 1930) of from 250,000 to 
1,000,000 population at the rate of 
$10.00 for a forty-eight-hour week. 

(3) In the entire balance of the 
United States at the rate of $9 
for a forty-eight-hour week. 

It is recognized that these suggested 
rates are subject to such further ad- 
justments on account of the varying 
cost of living as may be necessary. 


II. UNFAIR COMPETITION 


1. It shall be unfair competition for 
any one to sell, offer for sale, or adver- 
tise to the public at retail any merchan- 
dise at less than the net invoice cost 
plus 10 per cent to insure that labor 
costs shall at least be partially covered. 

Nothing in this paragraph, however, 
shall be interpreted to prevent seasonal 
clearances of merchandise, so advertised 
or plainly marked, or of perishable or 
damaged goods, so advertised or plainly 
marked, nor shall any retailer, for the 
purpose of discontinuing the handling 
of such goods, when so advertised or 

[TURN TO PAGE 76, PLEASE] 
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"Margy" 
No. 208 
A Paradise Shoe 
by 
BRAUER BROS. 
SHOE CO. 
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From coast to coast smart retailers are calling for uni- 
formity of color—color that strikes clear through, and uni- 
formity of grain in leathers. That is why you will find Evans 
101 Brown and Evans 121 Blue used so extensively on 
distinctive footwear this fall. . . . Standardize on Evans 
Colors—by the number. 
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hundreds 
of retailers have 
BOOSTED TURNOVERS 

to six or eight times with 


Pdyonns 
YOU ean do the same 


The actual records show that hundreds of re- 
tailers have doubled and tripled their turn- 
over with this popularly-priced line of foot- 
health shoes for children. 
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THE AIRY ARCH 


The identification mark in 
all Pollyanna Shoes. This 
patented feature keeps feet 
cool, comfortable and 
healthy—relieving excessive 
perspiration, 


There are reasons! Exclusive construction 
features which appeal strongly to parents— 
perfect fitting lasts with a complete range 
of sizes and widths carried in stock—smart, 
salable styles giving no hint of the comfort 
construction—the vital and visible Airy 
Arch—dependable value at a popular price. 


SEE THE COMPLETE LINE 
AT THE BOSTON SHOW EK 
HOTEL STATLER, ROOMS W707, W709 and W711 . 


Te: S WABer Shoes. : 


ANNVILLE, PENNSYLVANIA 





















(HEALTH 
a SHOES 


@ m de 
: 


When writing advertisers please mention Boot and Shoe Recorder 





SPL ie ARE 
=> 
wet 












ie 





Ah, 


ges see 


SMES 








Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, July 1, 1933 








v) 

















This window is especially designed for showing Summer sport shoes and brings out graphically the newness of the styles. 
Three graduated heights of wall-board with tops cut off to look like waves are placed on the 
Shoes are to be displayed on.top of each crest of the waves. 


the atmosphere of Summer. 
floor about 12 inches from each other. 


Has 


The balance of the design is done 


on the background. 


Make July Windows Colorful 


Sluggish Weeks of Summer Need an 
Extra Stimulus to Stir Up Sales Activity 


[, this week’s issue we offer 
two suggestions for July window backgrounds em- 
phasizing the vacation theme, one a typical Summer 
shoe window and the other visualizing a combination 
of shoes, hosiery and vacation accessories. They are 
particularly appropriate for early July, when it is 
assumed the average shoe store will be making a 
powerful sales appeal on the basis of the need for 
merchandise for vacation wear and travel. In other 
words, the seasonal appeal rather than the price 
appeal, which will come later in the month when 
clearance sales are generally in progress. 

Trade normally tends to slacken in July, and de- 
spite the somewhat more hopeful view that is being 
taken this year, it is none the less essential to plan 
window displays and advertising that will arouse 
increased interest and thereby stimulate sales activ- 
ity in the period when hot weather, plus the fact that 
consumers’ seasonal needs will have been to some 
extent satisfied by this time, will have a natural ten- 
dency to slow up buying at retail. 





The merchant must keep in mind the fact that, 
while July and August are regarded as dull months 
in the shoe merchant’s calendar, there is nevertheless 
a definite demand for merchandise through the Sum- 
mer, and the objective is to make a strong bid for 
this business by showing the store’s most attractive 
and seasonable merchandise in windows which will 
attract favorable attention. These windows should be 
made interesting and colorful and should be in hai- 
mony with the spirit of the Summer season. 

The “Crest of the Wave” idea conforms to these 
specifications because it suggests in a most attractive 
way the thought of Summer and seaside and lends 
itself admirably to a distinctive and colorful treat- 
ment that will command attention. At the same 
time it can be executed for the average store without 
too great expense or difficulty. Green and white or 
blue and white are effective color combinations for 
this window. Green is perhaps to be preferred rather 
than blue because it is a livelier and more vivid color, 
gets over the Summer idea equally well and provides 



























Hosiery and shoe window. 


especially good for hosiery, because of the opportunity of draping hosiery through the racquet and over the handle. 


cut out of wall-board with white silk cord for strings. Red tennis balls are glued to the panel as decorations. 


a better background for some kinds of merchandise. 
Green and blue are both cool colors, appropriate for 
the Summer season, but green gives more life and 
snap to the window. 

Early July is a good time to give a real push to 
Summer hosiery With rising prices, 
hosiery promises to be a more profitable item from 
now on in the shoe store. Stockings are constantly 
wearing out and every girl or woman who plans to 
go away for a vacation needs to replenish her supply. 
The shoe merchant has an advantage in selling 
hosiery because he can match the shoe the customer 
The same rule also applies the other 
If you can attract a woman into your 


business. 


has bought. 
way round. 
store with an appealing display of hosiery you have 
a good chance of selling her a pair of shoes. 

If you buy shoes from a manufacturer who sup- 
plies dealer helps, you can easily obtain through this 
source some attractive window cards to liven up your 
vacation windows or these may be purchased from 
the Merchants Service Department of the Boor anp 
SHOE Recorper, 367 West Adams Street, Chicago, 
at a moderate price and in a variety of designs and 
colors. We suggest the use of price tickets, for 
while we are convinced that price -has been over- 
emphasized in shoe store window displays during the 
past three years, to the detriment of the business 
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This window can be used for hosiery alone, for shoes alone, or for hosiery and shoes combined. It is 


Racquet 


generally, nevertheless we cannot overlook the fact 
that people planning to go away for a Summer vaca: 
tion are in an economical mood this year, and they 
will be most interested in the store that shows mer- 
chandise within the price range which they can afford 

For some weeks past department stores have been 
using generous advertising space in newspapers to 
feature Summer shoes, sport shoes and vacation foot- 
wear, along with other Summer apparel. The shoc 
stores, as a class, have been much more conservative 
in their newspaper advertising. Limited budgets may 
have dictated this policy in many instances, but we 
believe it will be wise expenditure to run a good sized 
advertisement on vacation footwear immediately after 
the Fourth of July, tying the ad up as closely as 
possible with the theme of your vacation window. 
People are vacation minded at this particular time and 
the merchant should overlook no opportunity to sell 
them Summer footwear at a price that will produce 
a profit, before competition compels him to place 
them on sale at clearance prices. 

Don’t forget to give your store a vacation atmos- 
phere within as well as without. Most shoe stores do 
not fully realize the importance of effective interior 
displays, although there is no line of business that 
needs them as badly as the shoe business. Shoe stocks 

[TURN TO PAGE 72, PLEASE] 
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— 
SEE THAT 


NEW LINE 


rf 
GOODYEAR WELT SHOES 


about which you've heard, no 
doubt, from salesmen rep- 
resenting other factories. 
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Dealers can receive authorti- 
tative information... . from 


FRED L. EMERSON 
BUFORD H. JONES 
JACK GORMAN 
SAM BEESON 


in Rooms W614, W616, W618 
STATLER HOTEL, BOSTON 


during the 


BOSTON SHOE FAIR 


JULY 10th, 11th and 12th 


DUNN ano MECARTRHY, tc 


AUBURN, NEW YORK 
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ESPECIALLY if y 


youll be glad 
you specified a 


NORTHWESTERN 
LEATHER. 


On your next order for juvenile, 
or sports shoes, be sure to specify 
a Northwestern leather. Deerskin, 
Nowesco and Elko in the order 
named are especially suited to 
footwear requiring permanent 
pliability and long continued good 
looks. The satisfaction of the 
wearer is the greatest guarantee 
of profitable repeat business— 
and Northwestern leathers assure 
wearer satisfaction. 


NORTHWESTERN LEATHER 
COMPANY TRUST 
BOSTON 


i 


BAREFOOT WET OR DRY 
COMFORT IT'S ALL THE SAME 





Kitchener Brogue 

Russide Sootan 

W.L.I. Elk Sides 
Smooth Sides 
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EXTRA WEAR 


NOWESCOéE DEERSKIN 
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It’s Time to Buy Shoes 


[CONTINUED FROM PAGE 20] 


clinics and get-togethers during the 
period of the Fair, and, altogether, 
it will be a red-letter week for the 
shoe and leather trade, and with prac- 
tically every shoe factory and tannery 
in the country in active operation. 

These conferences will be second in 
importance only to the conference on 
the workings of the National Industrial 
Recovery Law. 

Within the last few weeks a com- 
plete right-about face has been accom- 
plished by American business in gen- 
eral and the shoe and leather industry 
in particular. Buying now presents 
problems with which the distributing 
branch of the industry has not been 
faced for many years. Hides have ad- 
vanced 200 per cent in price; leather a 
lesser percentage; and shoes less than 
leather. Wage increases have been 
granted. Other material prices are 
jumping. Supplies are not overly 
abundant—it is distinctly a seller’s 
market instead of a buyers’. 


The Hide Price Problem 


Questions up for discussion at these 
clinics, therefore, will include the prob- 
able course of hide prices, how much 
leather must still advance if hides 
maintain the gains they have made 
since mid-April; how much shoes must 
advance in price to absorb increased 
material and labor costs; the best buy- 
ing policy to pursue on a rising mar- 
ket; the trend of consumer demand— 
will it mount rapidly or steadily and 
slowly? What will Autumn bring into 
the business picture? 

Style problems will be analyzed by 
experts from several industries and a 
clear picture of the Fall trend will be 
had by all who attend. 

Practically all the railroads of the 
United States and @anada are offering 
a convention rate of one-fare-and-a- 
third in connection with the Boston 
Shoe Fair and its related conventions 
of the National Shoe Retailers’ Asso- 
ciation and National Association of 
Shoe Wholesalers. 

The Savannah Line (Ocean Steam- 
ship Company) and Eastern Steamship 
Lines, Ine., also offer the same low 
rate. The Merchants and Miners’ 
Transportation Company, while not 
participating in this arrangement, is 
announcing an especially low fare 
from Baltimore and Philadelphia to 
Boston, including stateroom and meals. 

The rate is available on the certifi- 
cate plan, and buyers and others desir- 
ing to avail themselves of it should ob- 
serve the following instructions: 

1. Purchase a one-way ‘ticket at 
starting point, and at the same time get 
a convention fare certificate from the 
railroad ticket agent. Ask for a con- 
vention fare certificate—not a “re- 
ceipt.” 

2. Ticket agents will not issue certifi- 
cates unless so requested, but ticket 





agents have positive instructions to do 
so, or obtain information from railroad 
headquarters, and will then tell you 
how to proceed. You should give ad- 
vance notice—at least three days at 
small stations. 

8. You should present the certificate 
to the proper officer as soon as you ar- 
rive at the Fair. Do not delay. 

4. When the legal minimum of 150 
certificates is so presented and val- 
idated, your certificate will be returned 
to you, and upon this validated certifi- 
cate you can purchase a ticket to re- 
turn to starting point at one-third fare 
via the same route as that used on the 
going trip to Boston. 

The entertainment end of the pro- 
gram, this year, as last, has been 
placed in the very capable hands of the 
traveling salesmen—members of the 
Boston Shoe Travelers’ Association, the 
Southern Shoe Travelers’ Association 
and the Boston Shoe Associates. 

It will include two features which 
have proved increasingly popular each 
year—the trip by steamer down the 
harbor, followed by a program of 
sports and shore dinner at Pemberton; 
and the annual golf tournament at the 
South Shore Country Club in Hingham, 
from which point transportation will 
be furnished to Pemberton for the 
dinner. 

Arrangements have been made with 
the Hingham club to serve a buffet 
lunch from 10:30 in the morning until 
3:30 in the afternoon, so that all start- 
ers in the tournament will be able to 
get a bite before, during or after their 
round of the eighteen holes. 

In this connection the Hospitality 
Committee wishes to emphasize the 
importance of registering for one or 
the other of these features as early as 
possible Monday morning—the first 
day of the Fair and the day on which 
these outings occur. Tickets will be 
given all those who register, staking 
their claim to a good time. 


Further Increase in Prices 


New York—An additional increase 
in the price of shoes was received yes- 
terday by Ray Mountain, New England 
representative of the Johansen Bros. 
Shoe Co., who had his line spread at 
the Hotel New Yorker. The new prices 
according to the telegram effective 
June 24, will be 25c. a pair higher on 
both lines manufactured by the com- 
pany. 

“There has been,” said Mr. Moun- 
tain, “a very brisk demand for gray 
shoes for Fall. Merchants are buying 


the gun gray shade rather than the 


dark shades running to taupe.” 

The company has had an increase in 
pairs for the month of May over the 
same period of a year ago of 200 per 
cent, it was stated. 





1933 


The Fabric Side of the 
Fall Fashion Story 


[CONTINUED FROM PAGE 25] 


Fall—not big in volume, but fairly 
important in fashion. 

There is much to be said this season 
in favor of the woolen fabric shoe. One 
of the dominant woolen houses, as you 
undoubtedly know, is going in for it in 
a big way and getting lively interest 
in the trade. In these wool fabrics 
especially processed for shoemaking 
they are showing a wool crepe, a covert 
and a ribbed material. There are two 
good arguments in favor of the fabric 
shoe this year. First, the emphasis on 
combinations in shoes, particularly in 
spat types where the top is well 
adapted to the use of fabric. Second, 
the color scheme of this Fall, whose 
odd neutral tones, of taupe brown and 
eel grey, make the fabric shoe distinct- 
ly different from past seasons. 


The New Silks 


The story of silks is a long one—we 
could go on and on. But since very 
little, after all, applies to shoes, here 
are the high points: Day Letter Style! 
RIBS THE STORY HERE TOO. 
BENGALINES, FAILLES AND NOV- 
ELTY CRINKLE RIBS. TAFFETA 
A NEW NOTE. SATINS IMPOR- 
TANT ESPECIALLY IN_ CON- 
TRAST WITH DULL SILKS. VEL- 
VETS WILL BE WIDELY PRO- 
MOTED. DULL VELVETS. RIBBED 
VELVETS AND NEW TAILORED 
VELVETS WITH HERRINGBONE 
OR “FEATHERY” WEAVES. 

In silk colors, there is a new range 
of odd, off shades—almost upholstery 
colors—grey blues. Mulberry colors. 
Rose shades. Rust color—all very in- 
teresting with the new neutral colors 
in woolens. And all harking back, ac- 
cording to Cheney Brothers, to the 
1890’s, when these peculiar shades in 
ribbed materials were the vogue. 


The New Silhouette 


The new silhouette is still undecided. 
Whether shoulders will go Schiaparelli 
again is a big question. Will they have 
little tricks and trays and wings? For- 
tunately the shoe trade doesn’t have to 
lie awake nights worrying about this. 
We can be very sure of one thing—the 
cut of coats and dresses will again be 
high—and that means high cut shoes. 
A famous coat designer (Rappoport of 
Blumenthal) pointed out an interesting 
thing the other day about coats. It 
seems there is a certain classic point 
on a coat pattern where the neck line 
is always placed and the collar is at- 
tached. This year the basic pattern of 
coats is cut several inches higher over 
the collar bone. And it’s the same way 
with shoes. We thought we knew 
where oxfords were supposed to stop. 
But this year they keep on going up 
in the world and up on the ankle. And, 
from the last maker all the way 
through to the retailer, that is perhaps 
the most important of all Fall fashion 
points. 
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HERE'S PROOF THAT SHOES 

BOTTOMED WITH KISTLER 

"BENCH BRAND” LEATHER HAVE 
SOLID SOLES 


We graphically represent a severe sole leather test for crack- 
ing and piping. The fact that Kistler “Bench Brand” Sole 
Leather stands the test, not-with-standing repeated bending 
before testing, shows it would be the height of prudence to 
get back of this leather at once. To buy shoes carrying Kistler 
“Bench Brand” Leather Soles is to know that bottoms are right. 


KISTLER"BENCH BRAND 
SOLE LEATHER 


is a vegetable tannage. Result is an all-purpose sole leather 
equally good for dress, sport and heavy-duty shoes. It is a cool 
leather on hot days, comforting on cold days, health-protect- 
ing on wet days. It has a uniformly rich color, is flexible in all 
irons and will take an edge which holds good looks. Don’t pay 
the penalty of poor sole leather. 


One method of testing sole leather is to bend it at 
180°, grain side out (see above) and grain side in 
(see circle). Note cracking and piping does not 
occur in the slightest degree in Kistler “Bench 
Brand” Sole Leather. We will gladly furnish 
names of shoe manufacturers using this leather. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side. 





FOUNDED 1840 


KISTLE LEATHER COMPANY 
BOSTON:-MASS 
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Buyers 


Boston—Last-minute committee re- 
ports on details of the entertainment 
to be accorded buyers at the Boston 
Shoe Fair, July 10, 11 and 12, were 
made at a meeting of shoe travelers 
held June 24, in the club rooms of the 
Boston Shoe Travelers Association in 
the Hotel Essex. 

Features not yet published include 
the sports program to be held at Pem- 
berton at the end of the boat trip down 
the harbor; details of registration, re- 
freshment, transportation, ladies’ en- 
tertainment and railroad ticket valida- 
tion. 

At Pemberton, on Monday, the first 
day of the show, those who elect the 
boat trip in preference to golf at the 
South Shore Country Club will either 
participate in or watch a six-inning 
ball game between travelers and buy- 
ers; tugs of war, sack races and horse- 
shoe pitching contest—with _ real 
prizes for the winners of every event. 
Box lunches and various other types 
of refreshments will be served aboard 
the boat. The shore dinner at Pember- 
ton must begin promptly at 6:30 as it 
will ‘take an hour to complete the meal, 
after which the committee has ar- 
ranged for a floor or cabaret show 
which will also last one hour. 

For golfers without automobile ac- 
commodation, a bus will be provided 
leaving the Statler at 10 a. m. Monday 
morning and arriving at the country 
club approximately forty minutes 
later. The golf committee stressed the 
fact that, in order to be eligible for 
prizes, golf players must tee off before 
three in the afternoon. After their 
rounds they are expected to go to Pem- 
berton, either by the same bus which 
took them to Hingham or by private 
car. 

The ladies’ entertainment will be held 
on Tuesday. A bus will leave the Stat- 
ler Hotel at 9 in the morning, taking 
the wives of visiting buyers on a tour 
of historic Boston, Lexington and Con- 
cord and winding up at Marblehead 
where luncheon will be served. Return- 
ing, the bus will arrive at the Statler 
about 6 in the evening. 

The registration committee points 
out that ticket validation will be con- 
fined to the registration desk on the 
mezzanine floor of the Statler—and at 
no other hotel. 

The meeting was presided over by 
Harold W. Hunter, president of the 
Boston Shoe Travelers Association. 
The feature speaker of the day was T. 
F. Anderson, secretary of the New 
England Shoe and Leather Association, 
who stressed the supreme importance 
of the conference to be held on Tues- 
day, the second day of the show, at 
which speakers will describe the provi- 
sions of the recently enacted National 
Industrial Recovery Law and explain 


Boston Travelers to Entertain 





at Fair 





va 


HAROLD W. HUNTER 


President of the Boston Shoe Travelers 
Association 


how its provisions are likely to be ap- 
plied to the shoe, leather and allied in- 
dustries. 


British Shoe Prices Strong 


LonDON, ENG.—The shoe manufac- 
turers of the United Kingdom are ex- 
tremely busy, and no signs of any 
let-up are apparent. The fear of high- 
er prices has stimulated distributors 
and retailers to stock goods in larger 
quantities than at any time during the 
past 18 months. Hand-to-mouth buying 
has ceased and speculation is wide- 
spread. The only hindrance at the mo- 
ment is to know just how far the rise 
will go, and in this regard the British 
are somewhat more cautious in their 
hopes than the Americans. It seems, 
however, that their natural conserva- 
tism will gradually give way and trade 
will move more freely than for some 
time, reports Arthur B. Butman, 
Chief, Shoe and Leather Manufactur- 
ers Division. 

Autumn sampling for many types of 
footwear is proceeding, which is some- 
what in advance of the usual season, 
though the fear that prices will rise 
has stimulated activity in this respect. 
The entire trade is decidedly optimistic. 





Opens New York Office 


Lynn, Mass.—Gregory & Read Co. 
announce the opening of their New 
York City office and showrooms at 
Room 6438, Marbridge Building, 47 








West Thirty-fourth Street. 
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Jolesch Branch in Fort Worth 


Fort WortH, Tex.—The Jolesch 
Shoe Company opened a new store at 
913 Houston Street in Fort Worth on 
June 16, handling a popular priced 
line of women’s and children’s shoes 
and hosiery. L. M. McGuire, who has 
been identified with the shoe business 
in Fort Worth for the past 10 years, 
is manager of the store. 

The Jolesch Shoe Co. formerly opcr- 
ated the J. & T. Shoe Store here, which 
was also managed by Mr. McGuire. 





Futrelle Manager 


CHATTANOOGA, TENN. — Announce- 
ment has been made by L. H. Brown, 
owner of Brown’s Booterie, of the ap- 
pointment of F. M. Futrelle of Nash- 
ville as manager of his store at 727 
Market Street. Mr. Futrelle comes ‘o 
Chattanooga with several years’ ex- 
perience in buying and merchandising 
women’s fine footwear. He has been 
connected with the country’s most ex- 
clusive shoe shops in Chicago, Cleve- 
land and Indianapolis. For the past 
year he has been connected with the 
Castner Knott Co., of Nashville, his 
home city. Brown’s Booterie enjoys 
the reputation of being one of the 
South’s most beautiful, exclusive shoe 
shops, where only quality footwear and 
hosiery are featured. Mr. Futrelle is 
being assisted by G. A. Johnson, Miss 
Peggy Dellinger, Mrs. Earl Inman 
and Miss Nell Giddens as the store's 
personnel. 





Make July Windows Colorful 


[CONTINUED FROM PAGE 66] 


are kept hidden away in cartons on 
shelves and in stockrooms, so the cus- 
tomer gets a chance to see only the 
styles displayed in the Windows or 
those which the salesman shows her. 
The aggressive, enterprising mer- 
chant knows he must go farther than 
this. Show an assortment of sport 
shoes on tables inside the store and 
the casual customer will be interested 
to the extent that an extra pair can 
often be sold. Shoes shown in windows 
are seen at a distance, but table dis- 
plays afford an opportunity for the 
customer to examine the merchandise 
at close range, to pick up and handle 
the shoes. People are more easily in- 
terested when they can handle the 
shoes, feel the leather and examine the 
details of pattern and construction. 
Good display plus effective advertis- 
ing form the twin keys to modern sell- 
ing and by doing a practical, well 
thought out display job in the early 
Summer you can shorten the period of 
your clearance sale, sell more shoes ai 
a profit and maintain a better volum¢ 
of sales and profits during the Summer 
season. The store that accomplishes 
this objective will be in a better posi- 
tion to take advantage of the oppor- 
tunity that exists to make some real 
money in the last six months of the 





year. 
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WORK ana SERVICE 


Shoes Wear Longer when Made With 


NE 
Ss N 


Soles and Heels 
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On Display 
Boston Shoe Fair 
July 10-12 
Julius Goldstein & Sons 

200 Lincoln Street 
Boston 






No. 146 Men’s Black Elk Blucher Oxford—Grain Ventilated Insole—- 
Steel Shank-Lined Vamp—Gro-Cord Sole........... $1.65 
Nas TA Tiles SRGE occ cic ccicctscccdcewceevicudseases, $2 1eceges $1.90 


IT’S A WISE MERCHANT WHO SELLS HIS 
CUSTOMERS WHAT THEY NEED. ... and even in work shoes 


they want looks as well as wear. — 

The “plug” variety has passed on. Stout materials, wearing durability, with skillful 
shoemaking, have lifted work shoes into a semi-dress class. 

Yet the greatest point of wear is still the sole—and GRO-CORDS, constructed like 
cord tire cords on end, strengthen the shoe and give longer wear at no greater cost. 
They are endorsed by safety engineers in many industries where slipping hazards are 
great, since they are slipproof and waterproof. 

Industrial revival is bringing with it a heavy demand for work shoes. Study your 
industrial and agricultural footwear needs, then carry sufficient sizes and widths to 
supply the workers in your community. 

When you specify GRO-CORD SOLES for your industrial footwear, you then sell your 
customer a slipproof, waterproof service that reduces the slipping hazards of 
mechanics, road and farm workers, construction crews, truck drivers, dairy and 
brewery workers. 

GRO-CORDS give the shoes a “selling feature”, plus longer wear, and thereby increase 
customer repeat patronage. 


LIMA CORD SOLE AND HEEL COMPANY 


LIMA, OHIO 
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INFANTS 


PURITAN WELTS 
AND 


SPORTINBAK 


ON DISPLAY 


BOSTON SHOE SHOW 


REPRESENTATIVES IN ATTENDANCE 
MR. W. B. ROHRBACH and MR. H. G. HUTTER 


* 
NEW SIZES ano 
WIDTHS IN-STOCK 


The popularity of the Ephrata in-stock lines 
is ample evidence of their profit possibili- 
ties. The demand has caused our pre- 
welt sizes to be extended to include the 
8!/, to 12 run in-stock, in widths B, C and 
D. The complete lines, including 
SPORTINBAK SHOE 

a patented, flexible, ankle support con- 
struction of great merit, will be shown at 
the Boston Shoe Show, July I 1, 12 and 13. 


IDDI ILL 
USHION UDD 
SHOES SHOES 


HOTEL 
COPLEY PLAZA 


ROOMS 
211-213 


EPHRATA 


nO) eG Ol EN EG 


Ephrata, Pa. 
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Display Sells Sandals 


By J. JACKMAN, Manager 


Reliable Shoe Store, Fresno, Calif. 





























A novel and effective sandal display. 


| weather conditions, 
plus a scarcity of ready money in Fresno, practically 
stopped the sale of sandals of which we had a tremen- 
dous stock. These sandals had to be moved and 
moved quickly, or it meant an overloaded stock. .\ 
resulting sale would necessarily be held that would 
cause us to sacrifice all profit. 

It was obvious that something drastic must be done 
to save the day and move the sandals at regular price. 
So, in my capacity as advertising and display manager 
for this store, I decided to dramatize the situation. 
The sketch at the top shows the effect gained. 

We took 50 different styles of sandals and enlarged 
them in the proper proportions to five times their 
original size. This made a drawing about 17 inches 
in length. Then we took some Beaver or Pabco 
board (this costs about 3% cents per square foot) 
and transferred the sketches to this base. A lot of 
sketches can be placed on a small space of material 
by careful manipulation. They have to be cut out 
afterward, anyway. 

Next comes the operation of cutting the sketches 
out. This is done with a Cut-all machine. Doubles 
can be made by placing another piece of material 
under the original. After cutting them out the de- 
signs should be painted both sides, exactly as the 
original sandals. For rigidity, run a thin strip oi 
wood along the sole of each on one side to keep from 
warping. 

Punch holes at top counter and end of strap or 
where it will be most convenient for hanging and 
hang with wires, allowing about a foot clearance from 
main wire so they can swing with the breeze. The 
cost of material is very small—anyone who cat 








sketch can draw them. 
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PROGRESSIVE MANUFACTURERS 


HAVE YOU SEEN THE MILLERWAY ADHESIVE 
PROCESS LASTING MACHINES IN OPERATION? 


AE Bi aH ware oad " oa 





sovwigtdto 


This illustration shows a unit 
of 8 Millerway Adhesive 
Process Lasting Machines in 
operation at the F. S. Elam 
Shoe Company, Rochester, 
New York. The 8 machines 
last 3000 pairs of Millerway 
shoes per day. The floor 
space is 16 by 38 feet. 


wey eer xou 
side last cemente 

h ith trouble- i i i i i 
shoes wisi tesune- Every progressive manufacturer should investigate the Millerway Adhesive 


tack oduci . ° ° ° ° 

shoe having a eon. Process Lasting Machine. It will save enormously in production costs and 
i s irregular 
Eee tome Sane make better shoes. Millerway shoes have many features. Your dealers are 
face of the insole? e ° . 

Why not eliminate soon convinced of the superior value of these shoes. The Millerway Process 
q ua opera- 

ca ae we aan has simplicity, speed and produces a fine quality product and is being 
the cumbersome op- dil ted by the shoe industry b it is the easiest and fastest 
peda yes readily accepted by the shoe industry because it is the easiest and tastes 


heel seat tacks are method for lasting shoes. This process produces flexible and squeakless 


compelled to re- 

main in th ° , H H 4 
eg. na Ha shoes and when properly fitted the customer's feet will receive the maxi- 
Last hoes b . > , 

the “Millerway” mum comfort and the shoes will absolutely retain their shape. 

Adhesive Process. 
Use extra light- 
weight Manatee, cow 
pete ant” cae For further information regarding MILLERW AY write 
shoes that possess 
and retain astound- 





MECO LASTING MACHINE COMPANY 
176 NO. WATER STREET | ROCHESTER, NEW YORK 
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lt will be 
“HELLO! 
HOW ARE YOU?” 


at Boston 


We expect to greet many long-standing friends at our room in 
the Copley-Plaza. It is always that way at shoe shows, because 
our business has been built on a friendly basis. We,enjoy these 
shows for no other reason than that we can renew contact with 
hundreds of customer friends. 


It is our old fashioned belief that business is a personal thing— 
has to be so to be enjoyable. Lots of others must feel the same 
way, for we have hundreds of customers who have carried our 


shoes year after year. 


So we are looking forward to saying “Hello! How’ve you been?” 
at Boston. And, if we’re strangers, we'll be glad to see you, too. 
We'd like to get acquainted first, and then an opportunity to 
explain how we operate—how we make personalized Shoes as 
well as personalized customers. 


WE WILL BE AT THE 
HOTEL COPLEY-PLAZA 
ROOM 327 


and the latch-string will be out for the duration of the show. 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 











Dry Goods Trade Drafts Code 


[CONTINUED FROM PAGE 64a] 


plainly marked, be stopped from selling 
merchandise at less than net invoice 
cost plus 10 per cent to insure that 
labor cost shall at least be partially 
covered. 

2. Advertising (written, printed, 
radio or display) which misrepresents 
merchandise, values or services, or sell- 
ing methods which tend to mislead the 
consumer, shall be deemed acts of un- 
fair competition. 

3. Retailers shall be free to advertise 
their own goods, their own services and 
their own prices, but references to the 
goods, services or prices of competing 
retailers shall be regarded as an act of 
unfair competition. 

4, The use of, participation in, pub- 
lishing or broadcasting of any state- 
ment or representation which lays 
claim to a policy or continuing practice 
of generally underselling competitors is 
an unfair and uneconomic practice. 

5. It shall be considered unfair com- 
petition for any merchant to offer for 
sale any product of a penal institution. 


III. ADMINISTRATION OF 
FAIR COMPETITION CODE 


A National Retail. Recovery Board 
shall be formed to consist of one or 
more representatives from each of the 
following national retail organizations 
and of such other national retail organ- 
izations, as are truly representative, 
which may now exist or may be formed 
prior to the acceptance of this code: 

American National Retail Jewelers 
Association. 

National Association of Retail Cloth- 
iers and Furnishers. 

National Association of Retail Drug- 
gists. 

National Association of Retail Gro- 
cers. 

National Retail Dry Goods Associa- 
tion. 

National Retail Furniture Associa- 
tion. 

National Retail Hardware Associa- 
tion. 

National Shoe Retailers Association. 

It is recommended that each local 
metropolitan trading area, as defined 
by the United States census of 1930, 
and such other rural trading areas as 
cannot be included in a metropolitan 
trading area, be required to set up a 
tentative, initial local Retail Recovery 
Board representative of all national re- 
tail organizations represented on the 
National Retail Recovery Board and of 
such other divisions of retailing as may 
be important locally. The local Retail 
Recovery Boards, when organized, shall 
be certified to the National Retail Re- 
covery Board and shall report their 
regulations to it. 

It shall be the duty and responsibility 
of the local Retail Recovery Board to 
draft such regulations as may be nec- 
essary to make the provisions of this 
code applicable to the business situa- 
tion within an area, but the essentials 
set forth in this national retail code 

[TURN TO PAGE 96, PLEASE] 
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Please accept this 


as our cordial, personal 


Invitation 


to visit us during the 


BOSTON SHOE FAIR 


in Rooms W-614, W-616, W-618 


STATLER HOTEL 
JULY 1Oth-Ith-12th 


Find out what's new in 


ENNA JETTICK 


SHOES FOR WOMEN 


from the following men in attendance: 


FRED L. EMERSON | BUFORD H. JONES 
BILL HOWE ART DUNN 
JACK HERSOME ED. CUSHING 














“You Need No Longer Be Told That You Have An Expensive Foot’’ 


ENNA JETTICK SHOES, INC. 


AUBURN, N. Y. 


BOSTON OFFICE 
111 SUMMER ST., Phone Liberty 1583 
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SHOE BY COURTESY OF — Sout 
THOMPSON BROS. SHOE CO. : 


gs - 
BROCKTON, MASS. a Br 
NOTE GENUINE BARBOUR STORMWELT y takin 


Shore 
thoug 
still » 
sport 
latter 
seaso 

Bot 


INCREASED USE OF BARBOUR STORMWELT! | wr 


are © 
It is becoming daily more apparent that shoes made with BARBOUR > iy 
STORMWELT are to be a sizable factor in the coming season’s ow 


creas 
business, ; 190s. 
Our orders for BARBOUR STORMWELT are already much : entin 
heavier than at the same period last year, and sample shoes for } 
Fall and Winter are being made and shown by manufacturers 
who are recognized as Style Leaders in the field of Men’s Shoes. 
Men’s Shoes are going to be “SEASONABLE?” this Fall. They are 
going to show a distinct contrast in leathers, patterns and style 
from the summer shoes, and there is no single item so character- 
istic of ruggedness and so directly in accord with the program 
for “Distinctly Fall and Winter” Shoes as 


BARBOUR STORMWELT 
“THE WEATHER-STRIP THAT’S A LEATHER STRIP” 


BARBOUR WELTING sce BROCKTON, MASS. 
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South Shore Production Up 


BrocKTON—Following a brief stock- 
taking period, practically every South 
Shore factory has entered its Fall run, 
though many well-known houses are 
still engaged in making Summer and 
sport footwear, the demand for the 
latter far in excess of any recent 
season. 

Both the men’s and women’s fac- 
tories of the George E. Keith Company 
are off to a five-day week production 
on the new Walk-Over lines, with both 
the Keith retail stores and its in-stock 
department, reported excellent in- 
creases over the preceding period in 
1932. Salesmen report many old ac- 
counts ordering far in excess of their 
entire order of last season. 

The new Walk-Over Cabana line, 
already passing the 150,000 mark, give 
promise of exceeding last year’s rec- 
ord sales. The company’s leading num- 
ber in its men’s line appears to be an 
oxford of genuine North Cape sealskin, 
while the grains of heavier type ox- 
fords are destined for an excellent run, 
judging from advance orders. 

In the top-grade lines, Stacy-Adams 
Company is stepping up its Fall sched- 
ule, due chiefly to the opening of more 
than 60 new accounts and its develop- 
ment of the new Stacy-Adams in-stock 
department, which Vice-President John 
McElaney reports many dealers are 
taking advantage of. 

Other South Shore firms who look 
forward to an excellent Fall run in- 
clude M. A. Packard Company, with 
President John S. Kent extremely 
pleased at the opening of many new 
accounts and the promise of a much 
increased run for Fall; the E. E. Tay- 
lor Company, W. L. Douglas, C. A. 
Eaton Company, the Brockton Cooper- 








ative Company where Fred S. Belyea, 
its new president, has made many im- 
provements, including the development 
of many new lasts, and the Doyle Shoe 
Company, at capacity production. 

At Randolph the firm of Richards & 
Brennan, making for a group of lead- 
ing key accounts and department store 
buyers, have recently completed one of 
its most successful runs in recent years 
and orders being booked now call for 
what undoubtedly will prove a most 
healthy run on its Fall line. 

E. T. Wright Company at Rockland, 
the Stetson Shoe Company at South 
Weymouth, are well up on Spring and 
Summer production and preparing now 
for its Fall schedule, which judging 
from advance orders will keep both 
factories busy. 


J. F. Teeple Sees Return of 
Normal Buying Season 


New YorK—With the government 
ready to turn on the inflation gas at the 
first signs of sagging business and its 
desire to raise commodity prices, J. F. 
Teeple of the Teeple Shoe Co., Waupun, 
Wis., when seen at the Hotel New 
Yorker, said that it was his opinion 
merchants were buying shoes, fearing 
that the President’s inflation program 
would push up prices still further. 

“T’ve told a good many of my cus- 
tomers that there was nothing unusual 
in their placing orders now,” continued 
Mr. Teeple, “that they were going back 
to the normal buying season of a few 
years back when orders were placed in 
May and June, instead of waiting until 
July and August as has been the case 
during the past three years. 

“I don’t find merchants speculating 
on the price situation, but many realize 
that the large chain organizations have 
covered their Fall requirements and 
in order that they may remain com- 
petitive with retail outlets of this kind, 
are forced to place their business now, 











before they are at a further price dis- 
advantage. 

“With an additional months selling, 
our production will be sold up until 
Oct. 1. Our plant is working five and 
one-half days a week.” 


Newark At Full Time 


NEWARK, N. J.—The men’s shoe in- 
dustry in this city is experiencing one 
of the most active periods in recent 
years. “June is normally a slow month 
for shoe manufacturers,” says R. G. 
Steel, secretary of James A. Banister 
Co., “but production of men’s shoes has 
been the largest in three years for the 
same month.” It is anticipated that 
the present working force will be 
maintained for some time. Orders have 
not been for seasonal lines entirely, al- 
though the shipments of sport shoes 
are the best in three years. 

Courteneay Overman, advertising 
manager of Johnson & Murphy, an- 
nounces that the company has sold 
more sport shoes for men this year 
than it did throughout all of 1932. The 
plant is operating five days a week, 
which is full schedule. The rush has 
been on since early Spring, Mr. Over- 
man reports, and all lines going 
through the factory, as well as ship- 
ments, exceed those of a year ago by 
a large margin 


Selby Reports Increased Sales 


PoRTSMOUTH, OH10—The Selby Shoe 
Co. reports a marked increase in pro- 
duction at both its Portsmouth and 
Ironton factories. Many of the old em- 
ployees have been recalled and the 
Portsmouth factory is turning out 
more than 30,000 pairs weekly. The 
Ironton plant is credited with 7000 
pairs in addition. 
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Rochester Speeds Up Production 


RocHEsTer, N. Y.—With inventory 
virtually out cf the way, shoe plants 
of the Rochester area this week speeded 
up production a trifle, althofigh slight- 
ly off from the stride they had been 
hitting earlier in the Spring. 

The larger Rochester plants, includ- 
ing the E. P. Reed Shoe Company, the 
Carpenter Shoe Company and others, 
began cutting for immediate orders. 
Others kept a good pace to fill ware- 
houses, which have been depleted the 
last few weeks by increased retail 
sales. 

The P. W. Minor Company of Ba- 
tavia, the Marshall, Meadows & Stew- 
art Company and the Robinson-Bynon 
Company of Auburn and the A. E. 
Nettleton Company and Gray Brothers 
of Syracuse -were reported keeping 
their stride. 





At Capacity Production 


CoLumMBus, OHI0O—With an output 
of more than 3000 pairs daily the 
Julian & Kokenge Co. is running full 
capacity at its Columbus plant. H. N. 
Lape, president of the company, an- 
nounced there is a larger accumulation 
of orders ahead than in years and that 
the plant would be operated on full 
schedule for the remainder of the year. 
The company has added 70 workers, 
making more than 700 regular em- 
ployees on the payroll. 






H. N. Lape, Jr., salesmanager, is on 
a western selling trip which will take 
him as far west as Denver. 


Schiff Chain Shows Gain 


CoLumBus, OHI0—Sales of the Schiff 
Co., which has headquarters in Colum- 
bus and operates 186 retail shoe stores 
throughout the eastern and central 
parts of the nation, during the four 
weeks period ending May 27 were 
$877,333, as compared with $875,740 
for the corresponding period last year, 
it being the first gain to be registered 
this year. Sales for the first five 
months of the year total $3,174,866, 
compared with $3,439,543 for the cor- 
responding period in 1932, a decline of 
7.69 per cent. 








A SMALL TOWN MAN 
SPEAKS 


Porterville, Calif—Here is the opinion of a 
small town shoe dealer regarding the selling 
of better price shoes. W. E. Allen says that 
even in this small town of 5,000 there are still 
enough people who want to buy good shoes in 
the $5 to $7.50 price range to keep him in 
business and that he lets his nine other com- 
petitors handle the cheaper runs in the $2.95 
and $3.95 class. It pays to carry good shoes, 
he says. “Our customers wouldn’t stand for 
shoes of the $3.95 type. We have nothing to 
fear from the chain stores because we have 
something to give our customers. We want 
them to come back.” 
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Trade Increase in Baltimore 


BALTIMORE, Mp.—Shoe manufactur. 
ers of this market report substantial 
increases in business. Production has 
been stepped up to meet the current 
demand, reported of an unusual char- 
acter, for shoes of the white and sport 
type variety. Both men’s and women’s 
footwear of this kind is in big demand, 

An interesting feature of the shoe 
activity is the stiffening in prices and 
evidences in the trade of a willingness 
to pay for quality footwear as well as 
the disposition to buy. It is stated 
that this trait has not been in evidence 
for some time and is very encouraging 
not only for current footwear move- 
ment but for future activity. The foot- 
wear outlook is now brighter than it 
has been for some time. Reports are 
to the effect the public is showing a 
greater interest in white and sporis 
footwear or footwear designed _particu- 
larly for Summer wear than ever b:- 
fore. This augurs well for early Fail 
business. 


Completes Good Order 


PoRTSMOUTH, OHIO—The Excelsior 
Shoe Co. has completed the shipment 
of 18,000 pairs of specially made shoes 
for the U. S. A. Quartermasters De- 
partment at Chicago. Overtime on the 
part of most of the departments was 





necessary to get the order out in time. 








ALWAYS IN STOCK! 












English and Domestic 
Riding BOOTS 
for Men, 
Women and Children 








Jodhpur Boots 
Field and Hunting 
BOOTS 
Puttees, Sam. Browne Belts 


Garrison Belts 


WRITE TODAY FOR OUR 
COMPLETE CATALOG M 7-1 
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SHOPPERS STOP TO ADMIRE 


SHOES SHOWN THIS WAY 


And a shopper stopped is next thing to a shopper sold! 
Fairy Forms make any shoe look fresher, trimmer, and 
Try them by asking your manufacturer to 


form your display shoes with 


SHOE FORM Co. 


Write for booklet and com- 
plete information about 
Fairy Form selling aids. 


airyJoum ms 


Shoes shown by courtesy Dyer & Hall, Inc., Auburn, Me. 








AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Paris, France 
Melbourne, Australia 


Northampton, England 
Frankfort, Germany 








Makes a Real Retail Sale 


In the REcoRDER of June 10 a repro- 
duction of a sales check showing a 
sale of $509.50 made at one sitting to 
one customer was given. A challenge 
was made to any other store to match 
this sale. 























Vephonr Pam 34654 
Brlaan 
soorery 
Shon Usme Hand Made Foorecar 
717 Difth Avenue 
New York, _._June 14 197k 
ne ene ———. — 
Charge to eee <n eeeeseenereeasan 
2 | Pair of Rea S11k Custom made 50 | 06 
2 | 34iF © 80} 00 
1 | Pair of Yhite & Blue 40} 00 
1 | Pate of White & Yellow 40} 00 
2 | Pair of Pat. Kid & Thite 40 | 00 
1 | Pair of White & Oreen 40 | 00 
2 Pair of Red & White 40 | 00 
1 | Pair of Unite & Rea 40 | 00 
Seer 
1 | rai? o 18 | so 
2 Fo} Inlay 18 | 50 
+ ir @ 14.50 pr. 29.) 00 
og Pair of Ynite Jatin @ 14.: 29} 00 
3 | Pair © 14.50 43 | 50 
2 | Pear of Bik. Sot: 14 | 50 
Pair gf Patent Kid 4 | 50 
} | Zest of 14 | 50 
Pair of white Tyeiiie v. 15.00 60 | 00 
1 Beir of white & Ret tale 18 | 50 
1 te Buck Oxforde 16 | 50 
2 Pair of Red Kid Sandals we | 50 
3 | Pair Senate Shoes — @ 5.50 16 | 50 
2 ie @ 1.00 pair 2 | 00 
6 | Bottles oF Polish @ .50 3 | 00 
® iF of Bowe = @ 1.80 pr. 13.| 50 
Sise op mz |2 
Sale made by Mr. alfred Manfre 
Pet eention he ah appt 




















Alfred Manfree, salesman at Taub’s 
Parisian Bootery, 717 Fifth Avenue, 
New York City, advises that last week 
he sold one customer 28 pairs of shoes 
at one time. This sale took him about 
two hours to complete. It was not a 
cash transaction but a regular charge 
sale to one of the store’s regular cus- 
tomers, 








All the pajama sandals were bench- 
made custom welts, as was the one 
pair of custom shoes at $50.00. The 
balance of the order was from regular 
stock. The customer who bought this 
order was going on a Summer cruise, 
but buys shoes in like quantity two or 
three times a year. 

These customers, Manfree advises, 
are very easy to serve. Show them one 
shoe and if they like it they will buy 
four to six colors on the same pattern. 

Shoot at that sale!! 





Booking Good Fall Business 


CoLuMBUS, OHI0O—The Walker T. 
Dickerson Shoe Co., manufacturers of 
women’s footwear reports that orders 
during the month of May were fully 
135 per cent better than during May of 
last year. With samples only gone out 
recently for the Fall season, orders 
booked for shipment for the beginning 
of the season are considerable. In fact 
operations were so busy at the factory 
that the usual vacation for inventory at 
the end of May was called off and in- 
ventory was taken Memorial Day. 





Canadian Plants at Capacity 


MONTREAL—Local boot and shoe fac- 
tories and those scattered throughout 
the Province and in .Ontario are run- 


ning at full capacity for the first time 
sin¢e 1931. Manufacturers generally 
feel that the pick-up, which has 





reached astonishing proportions dur- 
ing the last six weeks, is genuine. At 
some points there is actually a short- 
age of experienced labor, and orders 
booked promise that plants will be on 
full time until the early fall at least, 
which is usually regarded as the slack 
season for the boot and shoe industry. 





Favors Boosting Sales Tax 


JACKSON, Miss.—Governor Mike Con- 
nor of Mississippi, one of the first 
States in the Union to pass a sales tax, 
has announced himself as favoring an 
additional 1 per cent hike in the rate 
and the lowering of other tax rates. 
He made this statement recently dur- 
ing a speech, the first of a series to be 
made throughout the State. 

Continuing, he said the 2 per cent 
rate had made it unnecessary for an 
increase of 60 per cent in property 
taxes and the 2 per cent had proved to 
be the equivalent of 5 mills on prop- 
erty. In addition, it had permitted a 
27 per cent reduction in property 
taxes, he said. 





Enters Leather Business 


AuBaNny, N. Y.—D. S. Freedman, 
who retired from the Albany Leather 
Company in 1921, is now embarking in 
the leather and findings business under 
the same name of the Albany Leather 
Company, with offices at 75 State 
Street. 
















































» FACTORY CHANGES 4 





Bancroft-Walker 
Moves to Waltham 


Boston—The Bancroft-Walker Com- 
pany, manufacturers of the Foot De- 
light line, which has been making 
women’s high-grade shoes in South 
Boston since 1918, recently ‘moved to 
Waltham, Mass., establishing there the 
first shoe factory in the history of the 
city. 

The company occupies one large unit 
of the former plant of the Boston 
Manufacturing Company—a four-story 
factory more than 300 ft. long and con- 
taining 60,000 sq. ft. of: floor space. 
This is 25 per cent larger than the 
former Boston factory. 

As laid out the manufacturing proc- 
ess starts with cutting and stitching 
on the top floor; lasting and bottom- 
ing on the third; heeling, finishing, 
treeing and packing on the second; 
stock-fitting, in-stock department and 
shipping on the first. A restaurant 
and well-equipped restroom for women 
workers are unusual features of the 
factory. At one end of the plant a 


small park is to be created on the | 


point of land formed by the juncture 
of the Charles River and the old mill 
race used at one time to generate 
power for the former owners. 


The new plant opened with 350 em-. 


ployees and a daily production of 1600 
pairs. This is to be stepped up quick- 
ly to 500 employees and a maximum 
production of 2000 pairs. Cutting was 
begun in the new plant within 24 hours 
of the time at which equipment and 
machinery left the South Boston plant. 
The Bancroft-Walker Company be- 
gan business in Portsmouth, N. H., in 
1914, moved to Haverhill one year 
later and to Boston in 1918. Four 
years ago the Foot-Delight shoe was 
introduced, the increase in demand for 
which has resulted in factory concen- 
tration on that line for the last year. 





Gale May Move 


BrocktoN—Tentative plans for the 
removal of the Gale Shoe Manufactur- 
ing Company’s factory equipment from 
Manchester, N. H., to Brockton, where 
it is reported the company will occupy 
a large section of the old Churchill & 
Alden factory, have been made. 

Labor difficulties in the Manchester 
area can be attributed to the move, 
though it is reported President H. D. 
Gale and other factory executives have 
| long considered a move toward the 
| Shore, for further developing 
| this high-grade women’s welt line. 

Other officers of the organization in- 
clude J. Edgar Andrew, vice-presi- 
| dent, John E. Gale, treasurer and buy- 
|er of upper leather, and Charles A. 
| Pearce, general superintendent. 
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Farrell Heads New Factory 


BrockTtoN—John F. Farrell, at one 
time associated with the George E, 
Keith Company and the Geo. S. Snow 
Shoe Company heads the newly or- 
ganized Standfast Shoe Company, In- 
corporated, scheduled to begin opera- 
tions at the former Whitman-Keith 
factory about June 19. 

Associated with President Farrell in 
this new venture are Richard W. Ly- 
man of Brockton, treasurer and Oscar 
F. Emery, clerk of the corporation. 

Present plans call for the produc- 
tion of a line of men’s welts to retail 
at $3.00 and $3.50 with production at 
50 dozen pairs daily for the start. The 
plans call for an eventual run of 200 
dozen daily. 

Mr. Lyman was for many years 
identified with the George E. Keith 
Company in its cost department while 
Mr. Emery was a former president of 
the Puritan Shoe Company and in 
recent years affiliated with the Geilivh 


Leather Co. 


Smith Heads Baker Unit 


Fort WortH, Tex.—J. O. Smith has 
been named manager of the Bak»r 
Shoe Store at 513 Houston Street in 
Fort Worth, Tex. Morris Miller, for- 
merly head of the men’s shoe depart- 
ment at Rudy’s Store here, is now as- 
sistant manager at Baker’s. 








ufacturers . 


York . 
trade . 


Under one roof... the showrooms 
of the shoe industry’s leading man- 


retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. ss 
The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
. the crossroads of the 
. . the Marbridge Building. 
Come and see them before you buy! 





AT THE 





Shop the Mar- yours. 
bridge Building — 
Headquarters for 


Value and Style rooms, 


. easily accessible to 


NOW 














HOTEL NEW YORKER - 


Your Line of Shoes is Less 
than 6 Minutes Away 
from New York’s 


Largest Buyers 


Conveniently located in 
the heart of the “shoe 
belt” for quick contact 
with all important buyers, 
it saves their time and 


Spacious, modern sample 
in which smart 
shoes look smarter. 


2500 ROOMS 


ONLY WJ AND UP 


HOTEL NEW YORKER 


34th Street at 8th Avenue, New York - Ralph Hitz, President | 
Hotels Van Cleve, Dayton; Book-Cadiliac, Detroit; Ritz-Carlton, Atlantic City | 
also under Ralph Hitz Direction 
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DU- FLEX We 


Warn it’s showery above and wet beneath, that’s the 
time the Du-Flex Nap Sole best demonstrates its damp- 
proof qualities. And what’s more it won’t curl or 
bunch even after it has been subjected to severe 
drenching. Light in weight and light in appearance to 
complement the lighter types of feminine walking 
shoes. Has a surface that is suede-like in character— 
a surface that is non-slipping—a surface that stays that 
way throughout life of sole. Edges finish smooth and 
leather-like. 








Available in Black, White or Mocha—and for men’s 
smart walking shoes in the same colors. 


Participants at the Boston Shoe Fair, July 10, 11, 12, 
1933. Room 558, Hotel Statler. 


AVON SOLE COMPANY 


AVON, MASS. 








Exclusive Makers of 


DU-FLEX RUBBER PRODUCTS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Men’s Shoes 





THE 


at OC 
rede SHOE 
Men's Fine Shoes 
OLD COLONY SHOE CO. 


BEES | aie 


4 
is a 
> 


Shees Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 





BosTen 
10 HIGH ST. 


























Richards & Brennan Co. ; ote 


Randolph, Mase. 
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Say 





“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U. S. A. 











Establish Unemployment Fund 


Hupson, Mass.—Hill Bros. Com- 
pany, manufacturers of men’s popular 
price shoes, have agreed with their 
employees to establish a retirement and 
unemployment fund. Workers are to 
contribute 2 per cent of their annual 
wages, as soon as new prices have been 
adjusted, and an equal amount will be 
contributed by the company. 

Benefit payments from this fund will 
be made to workers who are laid off or 
discharged through no fault of their 
own; and the fund will probably be ad- 
ministered by a committee of five, two 
representatives of the company, two 
named by the workers and the fifth 
elected by the other four. This is the 
first plan of the kind to be announced 
in the state since the Associated In- 
dustries of Massachusetts promised the 
State Committee on Labor and Indus- 
tries to set up typical retirement and 
unemployment plans this year. 

Hill Bros. Company also is attempt- 
ing to solve the seasonal unemployment 
problem by leveling off peak production 
periods and working toward a uniform, 
all-year-round payroll by making shoes 
in dull times for future delivery. 






Boot AND SHOE RECORDER 


INDIANAPOLIS, IND.—It took L. V. 
Crockett, manager of the local Flor- 
sheim store a little time to learn the 
identity of the three customers who ap- 
peared immediately following the In- 
dianapolis Speedway races, but once he 
learned who they were he secured a 
photographer immediately. They are, 
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reading from left to right: Wilbur 
Shaw, Louis Meyer and Lou Moore, 
winners of second, first and third re- 
spectively, in the 500-mile classic. And 
they were sold five pairs of Florsheim’s 
by P. Stoner, who also is shown. You'll 
notice they all have on solid whites. 











More Brown Shoes Selling 


ABINGTON, Mass.—A call at the C. 
H. Alden Co. factory is sure tu be a 
source of interesting style tendency 
information, particularly since the Al- 
den line is sold principally in the 
larger city stores. 

One notes a high percentage of nar- 
row toe models, both on the swing and 
the more tapering English brogue 
last. Another development is a new 
short roll front pattern, calling for 
five eyelets. 

“The smarter stores,” say the Al- 
den Co., “are calling for a greater per- 
centage of tan and brown shoes than 
has been the rule for some time.” 

C. H. Alden Co. also find a much re- 
vived tendency on the part of retailers 
to look for better shoemaking, which 
is in keeping with the general trend 
toward the return of quality merchan- 
dise. 





Elected Vice-President 

New ORLEANS, June 6—Albert Wach- 
enheim, Jr., has been elected vice-presi- 
dent of the Imperial Shoe Store, on 
Canal Street. 


Turrell Cuts Capital Stock 

SEATTLE, WasH.—The Turrell Shoe 
Company, 1521 Third Avenue, this 
city, has cut its capital from $200,000 
to $125,000, by amendment of its in- 








corporation papers. 





Daignault & Kane Closes 


Woonsocket, R. I.—The Daignault 
& Kane Shoe Co., following its course 
through receivership, has been discon- 
tinued, and the stock sold at bank- 
ruptcy sale to Alexander’s Inc., of 
Providence and the Boston Store, this 
city. This is one of the city’s well- 
known shoe stores. 





DATES TO REMEMBER 


Boston Shoe Fair ............ July 10, 11, 12 
Friendship Day .............+.+4-- August 6 
RUMOR, oo veinvcebeacenctvel Septembe: 4 
ee re September 5 


Annual Convention, New York State Shoe 
Retailers Assn., Hotel Tent Eyck, Albany, 
N. Y September 11-12 


oe 


Fall Shoe Week............ September 16-23 
Jewish New Year.............. September 21 
World Series Commences... .. aaa October 4 
Columbus Day .................. October 12 
FSMOWEER oo. cies ss cde nneder October 31 
Armistice Day ......... ...... November |! 
Thanksgiving ................. November 30 


30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel Com- 
modore, New York 
National Season Opening, Hotel Commodore, 


Weew YORK... Gav ecsuaswaed December 5-8 
Corletmns on... . cave seus coed December 25 
New Year’s Day............ January 1, 1934 
National Shoe Retailers Annual Convention 

at St. Louis ............. Jan. 8, 9, 10, 1934 
Northwestern Shoe Retailers Regional Assoc'2- 

tion at Minneapolis;...... Feb. 5, 6, 7, 1934 


—— 
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The Spring of 1933 marks a milestone in the progress of 
the Tupper Slipper Corporation. Never had we experi- 
enced such a demand for our products. WHY? Because 
our sandals were beautifully styled, correctly priced and 
had perfect fitting qualities. Consequently we must admit 
deliveries did suffer for our production, although speeded 
up to the peak, was insufficient to meet the needs of our 
customers. 


To overcome this condition in the future, we are expand- 
ing our floor space by 6000 square feet. An area sufficient 
to meet the demand for greater production. 


For Fall we offer a NEW TUPPER LINE. Quality 
slippers of hard and soft sole construction will be featured 
by many new ideas in styling. We sincerely believe that 
the new Fall line will be received in the same enthusiastic 
and sensational manner as our Spring line. 


The Fall line will be on display at the Ritz- 
Carlton Hotel during the Boston Shoe Fair. 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


IV omen’s Shoes 


i hi ited 





CUSHION SHOES 
FOR MEN 
J. P. SMITH SHOE CO. 


Chicago, Ill. 
Both lines carried in stock. 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Inc. 








YEAR AFTER YEAR DEALERS 
— " @qilon 


Customers 
Insist on An- 
other Pair 
and Recom- 
mend it to 


SHAFT-PIERCE SHOE COMPANY 
Faribault, Minnesota 








LINEN 


REGENTS 
In Stock 


*y 00 


W682 White Linen (Janice ce) 
19/8 Full Louis Heel 


W683 White Linen vane, Jr.) 
16/8 Jr. ae a 


39 Last 
Same in wo Grain Kid.......... 
idths AA-C 
Send for Pi. 1a Styles 


HANNAHSON'S 





HAVERHILL : : MASSACHUSETTS 


N.S.R.A. Code Near Completion 


New YorkK—Manager James H. 
Stone, of the National Shoe Retailers 
Association, who spent several days 
in New York last week in conference 
with various associaton groups in con- 
nection with the application of the 
National Recovery Act to the business 
of retail distribution, said on Friday 
that the preparation of a code of fair 
trade prattices governing the retailing 
of shoes is nearing completion and the 
code will soon be submitted to the di- 
rectors of the N.S.R.A. for their ap- 
proval. When the code has been ap- 
proved by the association it will then 
be submitted to General Hugh S. John- 
son, Federal administrator under the 
act. 

Mr. Stone said that the impression 
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CHICAGO FAIR WALKERS NEED FOOT COMFORT 


SCHOLL EXHIBIT AT CENTURY OF PROGRESS 


A Quarter-Century of Progress is 
being exhibited at the Century of 
Progress, World’s Fair, in Chicago. 
Doctor Scholl’s double booth in the Hall 
of Science is attracting thousands of 
people daily. 

One of the attractions is an X-ray 
machine .. . around which long lines 
form day after day. A foot expert 
points out the weakness or condition 
as it is made apparent. Invariably 
the person asks which is the best way 
to relieve or overcome the condition. 

The number of visitors coming to the 
booth is far exceeding Doctor Scholl’s 


expectations . . . for the Fair guides 
themselves are told that this is the 
only exhibit on the Fair grounds where 
a complete foot comfort service is 
available to Fair visitors. Guides tell 
people who indicate foot suffering or 
tired, aching feet. Walking around is 
an ordeal for many ... and thus... 
the number of people visiting the booth 
daily is keeping eight foot specialists 
busy the entire day and long into the 
night. No fee is charged for treat- 
ment or advice. The only charge made 
is to cover the actual cost of supplies 
used in treatment. 








has apparently been widespread among 
retailers, both of shoes and other lines 
of merchandise, that the application of 
the Recovery Act to retail business is 
not a matter of immediate importance, 
and that belief is commonly held that 
the government is primarily concerned 
with the manufacturing branch of in- 
dustry. Nothing could be farther from 
the fact, he declared. A recent mes- 
sage received direct from Washing- 
ton advised retail groups to lose no 
time in preparing their codes and sub- 
mitting them to the government, Mr. 
Stone added. 

The National Shoe Retailers Asso- 
ciation was one of the first associa- 
tions representing the retail branch of 
industry to undertake the preparation 
of a code. As soon as the enactment 
of the law became a certainty Presi- 
dent Geuting assured the government 
of the cooperation and support of the 
N.S.R.A. and lost no time in carrying 
this assurance into action. 


R. R. Ryan Named Manager 


CosHocToNn, OH10—Richard R. Ryan 
of Columbus has been named manager 
of the Lewis Shoe Store at 347 Main 
Street, succeeding Joseph L. Shaffer, 
who will become manager of the Key- 
stone Store at Hagerstown, Md. Mr. 





Ryan comes from the central offices of 
the Lewis Shoe Co., which operates a 
chain in central and eastern Ohio. 


Clark Returns to Shoe Field 


CLEVELAND, OHIO 
—Elmer A. Clark, 
veteran shoe man, 
has. returned to 
the footwear field 
once more and has 
taken over the Sel- 
by Arch Preserver 
Shop at 1507 Eu- 
cliqd Avenue. Mr. 
Clark had been in 
the shoe business 
in Cleveland for 
27 years and for 
25 years was con- 
nected with the Stone Shoe Co. as vice- 
president and general manager. Both 
the shoe fraternity and a host of old 
customers are welcoming Clark back in 
his new store which is one of the finest 
marts in the downtown theatrical dis- 
trict. The near approach to normal 
times was a big factor in his return. 

Mr. Clark is a veteran stylist and 
his new connection in the quality shoe 
field will bring him in direct contact 
with the trade he has catered to in the 
past. He voices his reentrance in the 
shoe field as a happy occasion. 


E. A. Clark 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 


GOODYEAR attaches the sole to 
the welt on the outside of the shoe 














The 


LOCKSTITCH 


seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Oo 








MACHINE — MODEL O f — MODEL C 















LITTLEWAY 
LOCKSTITCH 


GOODYEAR 
LOCKSTITCH 











Dot 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 
commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recoider 























2 The LITTLEWAY LOCKSTITCH 


W/E SOLE STITCHING MACHINE 










LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
: infants’ Seft Seles...0-3 

intermediates ........ 1-5 

Flexible Hard Seles. ..2-8 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
SHOE Co. 











| oeust St. Danvers, Mass. 





BASS 
WEE~MOCS 


2 MAIN 5ST. 
._ WILTON. MAINE 








The SANDAL 


season is here. 







Made 
With & 
"CORK" 
INSOLE ! SS 


Write today for samples 


SWAN SHOE CO., INC. 


2201 Aisquith Street 
BALTIMORE, MARYLAND 
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WHERE TO BUY 
Shoe Trees 
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Self Adjusting Shoe Trees. 
A gentle squeeze inserts or 
removes. Write for unique 
sales plan. 


SIMPLEX SHOE 
TREE COMPANY 








Middle Atlantic Retailers 
Discuss Recovery Act 


David S. Josephson, president of the 
Middle Atlantic Shoe Retailers Asso- 
ciation, called a mass meeting of the 
retail shoe stores of Philadelphia and 
its environs on June 21, 1933, for the 
purpose of discussing the National In- 
dustrial Recovery Act and its intents 
as it affects the shoe retailers of this 
country. 

The meeting heartily commended the 
National Shoe Retailers Association 
for its prompt endorsement of this 
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MEN’S STYLIST PREDICTS SEASONABLE PROGRAM 








BROCKTON, Mass.—In a report cov- 
ering a recent trip to many shoe manu- 
facturing centers, Edward W. Perkins, 
Vulcan’s men’s stylist, makes these in- 
teresting observations: 

“Orders are generally 50 per cent 
ahead of last year in thosef actories 
which sent out their samples designed 
and styled to synchronize with the more 
buoyant spirit of the times which is 
now so prevalent on account of the 
improved economic outlook. Men have 
clearly shown that they demand new 
expression in their footwear as their 
feelings change. As proof, witness the 
enormous current sale of white shoes 
in all sections of the country. This 
Fall will reveal an equally large de- 
mand for perforated, more fanciful 
models which are built on new lasts, 
covered with the latest patterns. 

“Sales reports clearly. indicate a 
preference for medium narrow custom 
lasts with shorter effects; slightly high- 
er heels. Two of the most popular 
models illustrated in fast moving pat- 





tern numbers are sketched on the fol- 
lowing pages. 

“Black is still accounting for ap. 
proximately 85 per cent of the men’s 
shoe output for Fall selling although 
there is increasing interest in tans. As 
the season advances a more than usual 
increase in the proportionate number 
of tan shoes sold is generally antici- 
pated. 

“Retailers as a whole are more en- 
thusiastic over factory offerings now 
than in years. There is a feeling that 
finally the men’s shoe industry is ap- 
proaching a distinctly seasonal pro- 
gram in its Fall and Winter, Spriig 
and Summer promotions. This means 
a decided step forward in building 
extra pairage sales. Retailers are de- 
cidedly optimistic over the prospects 
of profit in the lines of winged tipped 
brogues, new custom last numbers and 
graceful high-roll patterns which they 
will have in their windows from Sep- 
tember on.” 








~ eombini 





Act, and for offering its cooperation to 
the Government, and highly recom- 
mended that the National Shoe Retail- 
ers Association not alone be com- 
mended but also supported as_ the 
mouthpiece for the retail shoe distribu- 
tion of the United States. 

Resolved that the Philadelphia 
Branch of the Middle Atlantic Shoe 
Retailers Association instructs the 
Middle Atlantic Shoe Retailers Asso- 
ciation to give full support to the Na- 
tional Shoe Retailers Association of the 
United States in its cooperative en- 


‘| deavor to administer the National In- 


dustrial Recovery Act. 

Be it also resolved that the Middle 
Atlantic Shoe Retailers Association 
requests the National Shoe Retailers 
Association to proceed to immediately 
set up a Code of Practice for the shoe 
retailers of the United States, to which 
it will give its fullest help and support. 

Be it further resolved that copies of 
this resolution be forwarded to General 
Johnson, to the Hon. Francis Perkins, 
Secretary of Labor, to the Hon Daniel 
Roper of the Department of Commerce, 
and to the President of the National 
Shoe Retailers Association. 


To Limit Sale Period 


Los ANGELES—Citing the cooperation 
of San Francisco shoe retailers in an 
effort to arrange for simultaneous semi- 
clearance sale dates, Melville Kauf- 
mann, new president of the State As- 
sociation of Shoe Retailers, told mem- 
bers of the group at their recent an- 
nual convention held at the Hotel Alex- 
andria, Los Angeles, that an agree- 
ment had been reached whereby mer- 
chants have designated the semi-annual 
clearance sale period as limited to the 
beginning of July to Aug. 5. Santa 
Barbara shoe retailers also have agreed 
upon a semi-annual clearance sale pe- 











riod for the Summer, the month of Au- 
gust to be devoted to this. Los An- 
geles merchants have as yet made no 
definite plans along this line. At the 
San Francisco meeting, stated Kauf- 
mann, independent retailers as well as 
representatives from department stores 
were present and it was decided to 
send minutes of the meeting to chain 
stores in the Bay area. 

As a further indication of the co- 
operative spirit among merchants in 
the Bay region and the desire on the 
part of employers to adjust wage 
scales, Kaufmann spoke of a recent 
meeting of the Retail Clerks’ Union of 
San Francisco at which that body se- 
lected a committee of five to study the 
wage situation and make a report of 
their findings, the committee fo include 
representatives from independent re- 
tail stores as well as chain organiza- 
tions, trade union and non-trade union 
members, as well as one neutral ob- 
server. Shoe clerks are affiliated with 
the union and San Francisco retailers, 
declares Kaufmann, are vitally inter- 
ested in the outcome of the investiga- 
tion. : 





Changes Shoe Buyers 

MOLINE, Itu.—Fred Murry has been 
named manager of the main floor shoe 
department of the New York store, suc- 
ceding Jerry Bordinet, who has been 
transferred to St. Louis. Mr. Murry 
was formerly with the Brady-Waxen 
berg department store of Rock Island, 
Ill. 





Geo. B. Hess Honored 

_Battimore, Mp.—George B. Hess. 
member of the firm of N. Hess Sons, 
shoe retailers, has been chosen one 0° 
the members of the board of directors 
of the newly organized Junior Associ- 
ation of Commerce, this city. 
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A FACT 


|= are many cheaper 
leather cloths for slipper uppers 
than Zapon... yet more yards of Zapon 
are used than any other... because use 


has shown Zapon to be more profitable. 


“The Standard of Quality Since 1884” 


™E ZAPON company 


A Subsidiary of Atlas Powder Company 
STAMFORD, CONNECTICUT 
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WHERE TO BUY 


Shoe Dressings 
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CLEANS ALL WHITE SHOES CLEAN 
Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 





hi i a i ee i le a eid 


WHERE TO BUY 


Men’s and Women’s 
Slippers 


ll hl a he ll lh il 















8. CHASE & SONS, INC., 
HAVERHILL, MASS. 

in Steck Men's Full Leather Lined 

Handturned Slippers 

Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
p Pocket $35 
Pecket $1.50 


Ww. 









Opens New York Office 


F. S. Elam Shoe Company of 
Rochester, N. Y., manufacturers of 
children’s pre-welt shoes, have acquired 
new offices in the Marbridge Building, 
Suite 439. This New York office will be 
in charge of Miss Marie E. Finnerty, 
the New York representative of the F. 
S. Elam Shoe Company. This move to 
the Marbridge Building is part of an 
expansion program of the F. S. Elam 
Shoe Company, who are experiencing 
an unusual demand for their line of 
children’s pre-welt shoes. Other offices 
are being opened in the Metropolitan 
centers by the F. S. Elam Company. 
Miss Finnerty, who is in charge of the 
New York office, is well known in the 
trade as an expert stylist. 


Increases Wages 


HAGERSTOWN, Mp.—The Southern 
Shoe Manufacturing Company has an- 
nounced a 5 per cent increase in wages 
for all its employees. The concern, 
which ranks among the largest in the 
State, employs 400 persons, 


New Foot Exerciser 


A clever device which makes it pos- 
sible for the average person to go 
through a daily three-minute setting- 
up exercise for the feet—limbering up 
cramped muscles and 
stiff joints, reducing 
swellings, circulating 
the blood and toning | 
up the feet generally, 





has just been mar- 
keted. 
The Gartner Foot 


X-R-CIS-R is cylindri- 
cal in shape, providing 
a rolling motion as the 
foot is brought for- 
ward and backward, to 
stretch and strengthen 
the longitudinal, the 
transverse and the 
outer arches; also 
strengthening and re- 
ducing weak and enlarged ankles as 
well as encouraging straight foot walk- 
ing. One end of the shaft is thicker 
than the other so as to direct the foot 
to a correct toeing in position. 

Other positions are suggested for 
strengthening the muscles of the leg; 
for stretching and developing the mus- 
cles of the big toes, and for reducing 
enlarged joints and bunions. 

The two ends of the exerciser con- 
tacting the floor are notched so that 
when the foot rolls the device back and 
forth it performs as a vibrator, stimu- 
lating blood circulation and energizing 
those muscles which have become dor- 
mant either through over-exercise or 
lack of use. 

The manufacturers—the Foot Health 
Institute, New York City—provide a 
set of printed exercises with each de- 
vice and furnish merchants with cut- 
out counter and window displays show- 
ing the exerciser in actual use. 





New Marathon Booklet 


The Marathon Shoe Company is an- 
nouncing the publication of a brochure 
entitled, “The New Pied Piper Deal”. 
This is a complete presentation of a 
number of new construction features 
and an aggressive program of dealer 
cooperation as incorporated in the Pied 
Piper proposition for Fall. It is claimed 
that the new Pied Piper construction 
process offers advantages never before 
incorporated in 100 per cent Genuine 
Goodyear welt shoes. 

Among the interesting features of 
the new advertising program will be a 
series of parties or receptions to be 
held by the Pied Piper character in 
dealer’s stores throughout the country. 
Copy of “The New Pied Piper Deal’ 








can be obtained by request. 
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« WHAT'S NEW IN THE TRADE > 


Products, Promotions, Inventions and Ideas 









































































Valuable Interior Decoration 
Advice Gratis 


Shoe merchants who are planning to 
buy linoleum floors may secure special 
designs without charge by writing to 
the Bureau of Interior Decoration of 
the Armstrong Cork Company at Lan- 
caster, Pa. 

Since it has been demonstrated that 
sales of children’s shoes can be in- 
creased by dressing up the juvenile 
department in a manner that will ap- 
peal to childish imagination, Armstrong 
decorators point out that a linoleum 
floor offers many possibilities for a 
decorative treatment that will win the 
interest of youngsters. 

One of the interesting floors recently 
suggested by the Armstrong Bureau 
was a soldier design done in bright col- 
ors of plain linoleum. Another floor 
design that has attracted wide atten- 
tion is one composed of eleven colors 
of plain linoleum arranged to form a 
story book floor. 

Merchants who wish to secure sug- 
gested cut-out linoleum designs are in- 
vited to send the Armstrong Bureau 
of Interior Decoration a rough layout 
of their department, or a blueprint, to- 
gether with an indication of the design 
motif preferred. 


New Locker Sandal 





The Toweling Sandal 


A new idea in locker sandals is be- 
ing shown by L. B. Evans Co., as illus- 
trated. The uppers are of white towel- 
ing as well as of Roman stripe cloth. 
An innovation is the leather innersole, 
which is securely cemented to the crepe 
rubber outersole. These sandals are 
being used for beach wear, club lockers 
and for wear in gymnasium showers. 
They retail around $1.50. 





Cooperative Merchandising 
Event 


MERIDEN, CONN. — Seven Meriden 
shoe stores took part June 16 and 17 in 
“Meriden Aviation Days,” a cooperative 
merchandising event staged by the 
Chamber of Commerce Merchants’ Bu- 
reau in connection with an air meet :t 
the eity’s flying field. 
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CAM LUNA 
NG ; 
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, 
5 


For Fall . . . with tweeds . . . and woolens. For sportswear . . . and informal, out-of- 
doors costumes. Fashion-creating, and Sales-stimulating! A Kid in duo-tones of Brown, 
Black and Gray with a new, patented finish which brings to mind the heather and the 
gorse of the English and Scottish downs. Send for YOUR free copy of the above booklet. 


SURPASS @¥%_ > LEATHER CO. 


9th & Westmoreland Sts. 


for outside stock and linings 2 . : PHILADELPHIA 

(also genuine Kangaroo) can —<; fe ; 

be obtained from Surpass in BY New York Boston Chicago 
% 2, ® \} Cincinnati Milwaukee 


any grade and of standard b ¢ fi 
unvarying quality. ii St. Louis London (England) 


Black and colored glazed kid 
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«ON THE SELLING END > 


News of the Travelers and Sales Activities 





IN ACCORD WITH RECOVERY ACT 








It is evident that the National Shoe 
Travelers Association is appreciative 
of and values the purposes of the re- 
cently enacted Industrial Recovery 
Act, reports Secretary T. S. Delaney. 

Before the bill had been signed by 
the President of the United States the 
cooperation of the association was ex- 
tended and Code of Ethics forwarded, 
being among the first trade organiza- 
tions to prove it had a Code of Ethics 
which has been existent for some years 
past. 

Appreciation of the extension of co- 
operation has been received from the 
various branches of the Commission, 
excerpts from Code of Ethics as pre- 
sented bring printed by the Bureau of 
Foreign and Domestic Commerce, Bul- 
letin No. 8 National Industrial Recov- 
ery Act, as follows: 


“We wish to put our association on 
record as desirous of participating in 
the good work which will come through 
the passage of this bill.” 


And in supplement No. 9 as follows: 


“We acclaim success won by merit 
and abhor any success attained by de- 


ception, fraud, or the circulating of 
harmful rumors respecting a com- 
petitor’s product, prices, business or 
personal standing.” 


The officers of the National Shoe 
Travelers Association feel that no-or- 
ganization is more conversant with the 
deplorable conditions brought about 
through price-slashing, misrepresenta- 
tion of merchandise, chiseling, and 
other unethical methods than are they, 
and the object of the National Shoe 
Travelers Association in being active is 
to bring about the proper functioning 
of the Industrial Recovery Act and to 
express and bring to the attention of 
the Government the many misdemean- 
ors coming to the attention of the 
traveling men while making their vari- 
ous trips. 

It is the intent of the National Shoe 
Travelers Association to extend every 
cooperation to the Government and to 
the employers of salesmen that legiti- 
mate houses may conduct their busi- 
ness more profitably and that the com- 
mercial traveler will receive recogni- 
tion of his value to the industry and 
to the country. 





New Wolff-Tober Line 


John L. Sullivan, who recently be- 
came associated with Wolff-Tober Shoe 
Mfg. Co., St. Louis, in the capacity of 





JOHN L. SULLIVAN 
Sales Manager for Wolff-Tober 


sales manager and stylist, announces 
that the division of the business under 
his supervision is to market their prod- 
uct under the name “Fashion-Flex 
Footwear.” The new line is based on 





an improved method of construction 
which permits more flexibility and 
lightness. 

Following a recent sales conference, 
Mr. Sullivan announced a sales staff: 

C. T. Harkreader, Northern Illinois, 
Wisconsin, Minnesota, North and South 
Dakota, northern Michigan. 

Chas. B. Keman, Kentucky, Ohio, In- 
diana and Michigan. 

Geo. R. Rule, California, Oregon, 
Washington and Arizona. 

Nathan Marlow, Virginia, West Vir- 
ginia, North and South Carolina, Geor- 
gia, Florida, Mississippi, Alabama and 
New Orleans. 

Al Rice, New York, Pennsylvania, 
Maryland, Washington, D. C., New 
Jersey, Delaware and New England 
States. 

Ran Nathan, Louisiana, Arkansas, 
Oklahoma, Texas and New Mexico. 

Ed. Wald, central Illinois, Iowa, Mis- 
souri, Kansas, Nebraska, Colorado and 
Wyoming. 


G. J]. Lovely Changes Lines 


George J. Lovely, widely known road 
salesman and for many years affiliated 
with the Dalton Shoe Company and 
later Thompson Bros. Company, is now 
identified with the Barney, Capen & 
Denham Company and will cover his 
regular territory, the New England 
States, where he has established a big 





following among buyers and store man. 
agers for many years. 

Mr. Lovely has been active in na. 
tional and local travelers’ associations, 
is a former president of the Boston 
Shoe Travelers and shoots one of the 
best rounds of golf among the road 
representatives of the country. 





Doucette Covering Large Cities 


Jack Doucette is 
now representing 
Johansen Bros, 
Shoe Company of 
St. Louis in the 
larger cities from 
Chicago, east. He 
is carrying their 
line of hand- 
turned shoes on'y. 

For many years 
Jack made the ter. 
ritory from Colo- 
rado west for ‘he 
Valley Shoe Corp., later being assigned 
to the eastern territory. His breezy, 
genial personality, combined with his 
thorough knowledge of shoes and keen 
business judgment, has gained for 
him a national reputation. 





JACK DOUCETTE 





Changes Coast Representation 


Floyd L. Wisherd, for many years 
past representing Brown Shoe Com- 
pany in the Oregon territory, has re- 
cently increased his trade territory. 
Western Washington will also be han- 
dled from Mr. Wisherd’s Portland 
headquarters. This fertile territory 
was formerly handled by Davenny & 
Powell. It is reported that Mr. 
Davenny will retire from the business 
and F. E. Powell will cover for the 
company the Spokane and Inland En- 
pire territory, which includes a portion 
of Idaho. 





Pepin With Melanson 


Albert E. Pepin, who for 17 years 
represented J. I. Melanson Shoe Co., 
has now returned to the juvenile shoe 
field, and Melanson Shoe Co. of Lynn, 
whom he is representing in his old 
New York State territory. He is sell- 
ing, in addition to the regular Melan- 
son lines of Goodyear welts, the new 
line of Girl Scout shoes, which Melan- 
son has recently been awarded the 
official contract to manufacture. 





Manufacturers Combine 


It is announced that the B. E. Cole 
Co. of Manchester, N. H., have joined 
their manufacturing activity with Jel- 
lerson-Rafter Co. of Norway, Me., in 
the latter’s factory. The combined 
firms manufacture women’s fashion 
footwear of special Littleway construc- 
tion, and sell their shoes to the larger 
volume and retail trade. Members of 
the firm are B. E. Cole, E. J. Rafter 
and Stephen Jellerson. 
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The APPEARANCE of the 








es 

‘|| UNITED CUSHION HEEL 
is so fine that it is 

: constantly imitated but never equalled 
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ITS QUALITY 


is just as superior as its appearance 
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THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 














e mention Koot and Shoe Kecorder 





When writing advertisers pleas 












































94 


BooT AND SHOE RECORD 
combining THE SHOE 


CLAWIFIED ano 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 


e 0 a 








ANT AD 














SALESMEN WANTED 





POSITION WANTED 


POSITION WANTED 





ALESMEN MAKE YOUR ROAD _ EX- 


PENSE. SELL OUR MAGIC INSOLE. 
REPEATS FAST, COMMISSION 50%. 
IF—444 Grand, Chicago, Sani-Tread Co. 





ALESMEN WANTED: The Step Rite inter- 

mediate creeping and first walking shoes are 
open for live representation in a number of 
territories, and if you have a main line that 
allows a portion of your time to be devoted to 
a side line that is full of merit and popularly 
priced, we want to hear from you. Line is 
short, 10% commission. C. H. awhes & Son, 
Rochester, N. Y 





ALESMEN to carry high grade line of men’s 

spats and children’s play shoes. Old reliable 
house with established business. Address D-402, 
care Boot and Shoe Recorder, 367 West Adams 
St., Chicago, Ill. 





ANTED: Salesmen to carry line of Men’s 
Hand Turned House Slippers, on a strictly 
Commission basis; States open: Pennsylvania 
and Missouri. Address D-403, care Boot and 
e Recorder, 239 West 39th St., New York, 





ALTIMORE, WASHINGTON and MARY- 

LAND—Salesman to carry complete in- 
stock line of Men’s, Women’s and Children’s 
shoes. Established Following. Must travel by 
auto. Only experienced men _ considered. 
A. Meltzer, 28 No. Third Street, Phila., Pa. 








LINE WANTED 


W ANTED—SPECIALTY LINE, either men’s 
women’s, or children’s shoes for the State o 
Iowa. Have covered the territory for the past 
seven years and can furnish references as to 
ability, character, etc. Have the following with 
the retail shoe dealers. A. W. Lawless, 2925 
Grand Ave., Des Moines, Lowa. 








POPULAR priced, short line of men’s welts 
and also men’s house slippers wanted for 
Southern California or entire state. Address 
D-408, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WANTED: A line of Men’s or Ladies’ popular 
priced shoes. At present traveling in Vir- 
ginia, West var. rts of Maryland and 
Pennsylvania. ave about 250 old established 
accounts. Can furnish A-1 references. Address 
D-405, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





stores. 


MERCHANDISING EXECUTIVE 


Twenty years experience in the chain store field. Exceptional 
opportunities and duties have made it possible to gain a detailed | 
and practical knowledge of the complete handling of a chain of 
Experience includes buying of men’s and women’s 
shoes, hosiery, etc., general store management in all its branches 
such as training salesmen, advertising and leasing. Connection 
desired only with a reliable and progressive house. 


Address D-407, Care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











EXPERIENCED 
FINANCIAL and CREDIT MAN 
NOW AVAILABLE 


We know an outstanding financial and credit man 
with a broad and comprehensive knowledge of or- 
ganization and corporation activity who is now 
available. He is a specialist in the shoe field and 
would be a valuable asset to any concern needing 
a man of this type. 

A summary of his past record and details as to his 
ability may be had by writing to 


ADDRESS D-406, CARE 
BOOT & SHOE RECORDER 
239 WEST 39TH STREET 
NEW YORK, N. Y. 











SHOE MAN desires position; will go any- 
where; twenty-four years’ experience manu- 
facturing, purchasing, selling and distribution 
of shoes. 48 years of age, college graduate. 
A-1 references. Address D-399, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SHOE salesman and department head. Both 
chain and department store experience of 20 
years. Go anywhere. Best of _ references. 
Andrew Butterworth, 8988-214th Place, Queens 
Village, L. I 


STYLE and quality man who has a following 
with the women’s novelty volume trade is 
looking for a fair connection either as factory 
or road man. Address D-398, care Boot ani 
oe 239 West 39th Street, New York, 








WANTED TO PURCHASE 


W ANTED used Chicago Shoe Shelving, Chairs, 
window fixtures. Address D-404, care Boot 
and 7 Recorder, 367 West Adams St., Chi- 
cago, 








TO MANUFACTURERS 
of 
WOMEN’S NOVELTY SHOES 


McKay and Cemented, please submit 
by parcel post and bill to us one pair 
of ladies patterned shoes, giving us 
the lowest price for volume business. 
with the best cash discount, and write 
us the width shoes you are able to 
make. 


GUNNERSON SHOE COMPANY 


945 South Los Angeles St. 
Los Angeles, Calif. 











Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for al] undisplayed advertisements. | 
For all other classified advertisements the rate is 7 cents per word. i 

$1.25. When a box number is desired twelve words should be added for the address. 

word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. f 


Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


ER 
RETAILER, July 1, 1933 








Minimum charge | 
In all other cases each | 
I 
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brand: 
have 

Addre 
367 W 


Le 








| 





933 

















Boot AND SHOE RECORDER 
combining THE SHOB RETAILER, July 1, 1933 

















WANTED TO PURCHASE 





_ 


E WILL BUY in any quantities of Enna 
W jettick shoes or other well-known advertised 
i Write what 

confidential. 
hoe Recorder, 


brands in Men’s and Women’s. 
fave you. All matters  strictl 
Address D-393, care Boot and 


367 W. Adams St., Chicago, Til. 





POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 











ae 


Buyers of Surplus Stocks 
ee Sess 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


599 Broadway New York | 
Phone Canal 6-4296 and 4200 . 

























































ON THE OCEAN AT A 
MANOMET POINT <4 
} 





Surprisingly Inexpensive 





SMOOTH SANDY BEACH 

SURF BATHING ... 

WARM SEA WATER SWIMMING 
POOL ... GOLF ... TENNIS 


ONE OF NEW ENGLAND’ 
FINER RESORTS 


Also Under Charles A. Dooley 
Management 
MAYFLOWER HOTEL 
HYANNIS, 

MASS. 

Bathing at Craigville Beach 














Cook th Tel 

















& NEW YORK for 





BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 











Any Two Days Sundays 


q and Holidays Included odist. 


Adjustments, pads, 


@Taxi Fare from Bus Terminal or R. R. 


EVANS FOOT INST., Montgomery, Ala. 





E VERY shoe store should have a trained Chirop- 
Complete course by correspondence. 


surgery taught. 





supports, 


SHOE and HOSIERY 















Station to Hotel. 
@ Beautiful Room with Bath and Shower. 


LZ : 
departments everywhere are ENG EZE 









@Three Deliciously Prepared Meals in 
the Broztell Dining Room. 


@ Orchestra Seat to a Current Broadway 
Show Hit. 


@Special Dinner in the Famous Green- ll ag mg 


ford, Conn. 


opportunity for a firm that is reliable and knows 
Hamilton’s, 981 Main St., Hart- 


buildi fit id d- fcrors 

FOR RENT will with Senuine = LEE; : 

WALK-EZE N! 
FIRST floor of a large specialty store in 100 Stocking Protectors [EF ‘| 
per cent location is available for a popular They Sell WAVES WEAR i 
priced Ladies’ shoe department. This is a real Themselves Set 4 To6 \) 4 
Sd 










Only WALK-EZE’S 
are made of pat- 
ented Kemi-Suede 





wich Village Barn, Featuring Leading 
aia Stars in a Splendid Floor 
ow, 


HOTEL BROZTELL 


27th St EEY at ~iw YOR 








manager, it has 





Reed to Open in Atlanta 


ATLANTA, GA.—The Reed Shoe Store 
has leased space at 81 Whitehall Street 
and will shortly open a new shoe store 
at that location, with D. H. Sharp as 


—the non-injurious 


material that is 

durable — washable Protected by 

—hygienic and Pe a 

we : . 8. 

stiticinapiniely CAN, 281021 

Sizes for Women, Stamped on 
every pair. 


Men ard Children 
—Order from your jobber— 








been announced. 








VE FOUND. Just think... mod- 
THE BEST ’ 
Af wore value _— ern, new hotel, in the 


NOK heart of New York— 
\ 200 feet from. Broad- 
A way, on: 45th Street. 

A room and bath for one, 


$2.50; for two, $3.50. 


ts the PICCADILLY 


45th-STREET and BROADWAY @ NEW YORK 
WILLIAM MADLUNG, Mang. Dir. 









HOW WILL THE 


INDUSTRIAL RECOVERY ACT 


AFFECT YOUR BUSINESS— 
AND EVERY BUSINESS? 


An analysis of this important legislation and its far- 
reaching scope is contained in a special study we 
have made of this subject for our clients. 
Because it is of interest to every business executive 
and investor, we have prepared a number of addi- 
tional copies which will be sent free. 
Your request on your stationery will enable us to 
mail this report to you without obligation. 

Address Dept. BSR 48 


The Brookmire Economic Service, Inc. 
551 Fifth Avenue New York, N. Y. 




























































































BOOTS AND SHOES 


Air-O-Pedie Shoe Co., Brockton, Mass..... 34 
Alden, C. H., Co., Abington, Mass..... vee 38 
Amesbury Shoe Co., Amesbury, Mass...... 39 
Ault-Shackford Shoe Co., Auburn, Me.... 41 
Ault-Williamson Shoe Co., Auburn, Me.... 40 


Bancroft-Walker Co., Waltham, Mass 
Bass, G. H., & Co., Wilton, Me 
Brockton Sygeceetirs Boot & Shoe On 


Cambridge Rubber Co., Cambridge, Mass.. 
Chase, W. S., Sons, Haverhill, Mass 
Cinderella Shoe Co., Auburn, Me 

Cpe. Edwin, & Sons, Inc., E. Weymouth, ™ 


shamnanens Co., Inc., New York City... 
Gund, J. M., Shoe Co., So. Braintves, 


Dodge, Bliss & Perry Co., 
port, Mass 

Dunn & McCarthy, Inc., Auburn, N. Y 

Dyer & Hall, Inc., Auburn, Me 


Inc., Newbury- 
49 


Eaton, Charles A., Co., Brockton, Mass.... 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Enna Jettick Shoes, Inc., Auburn, N. Y... 
Ephrata Shoe Co., Ephrata, Pa 

Evans’ Son, L. B., Wakefield, Mass 


Green Shoe Mfg. Co., Boston, a, 
, Back Cover 


Hannahsons, Haverhill, Mass 
Jarman Shoe Co., Nashville, Tenn 


Kreider, A. S., Shoe Co., 


Marathon Shoe Co., Wausau, Wis 
Melanson Shoe Co., Lynn, Mass 
~ o Day’s Ideal Baby Shoe Co., Danvers, os 


Annville, Pa 


Nettleton, A. E., Syracuse, N. Y 
Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass 
Pedigo-Lake Shoe Co., St. Louis, Mo 


Richards & Brennan Co., Randolph, Mass.58-84 
Roberts, Johnson & Rand, St. Louis, Mo.. 


Robinson-Bynon Shoe Co., Auburn, N. Y... 


Selby Shoe Company, Portsmouth, O 
Shaft-Pierce Shoe Co., Maribault, Minn.. 
Smith, J. P., Shoe Co., Inec., Chicago, IIl.. 
Stacy-Adams Company, Brockton, Mass... 
Stetson Shoe Co., So. Weymouth, Mass 
Swan Shoe Co., Baltimore, Md........ seid 


Tupper Slipper Co., Brooklyn, N. Y 











BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, July 1, 1933 


BUYING GUIDE TO 
OUR ADVEIATIVERY 


IN THIF 
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LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 

Avon Sole Co., Avon, Mass. 

American Hide & Leather Co., Boston, Mass. 61 

Barbour Welting Co., Brockton, Mass 

opening Chemical Co., Cambridge, 
Mass Front Cover, 7-8-9 


Evans, John R., Co., Camden, N. J....64b-64c 
Hubschman, E., & Sons, Phila., Pa...3rd Cover 
Kistler Leather Co., Boston, Mass 

Lima Cord Sole & Heel Co., Lima, O 
een Leather Co., Trust, Beste, 


Ohio Leather Co., Girard, O 
Panther-Panco Co., Chelsea, Mass 
Surpass Leather Co., Phila., P: 

Zapon Company, The, Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md 


Compo Shoe Machinery Corp., Boston ont 
New York 0-31 


Meco Shoe Machinery Co., New York City.. 75 


United Shoe Machinery Corp., Boston, 
5 53-60-87-93 


SHOE ACCESSORIES 
Shoe Form Co., Auburn, N. Y 
Simplex Shoe Tree Corp., Chicago, Ill 


Walk-Eze 


MISCELLANEOUS 
American Weekly, New York City 


Brookmire Economic Service, Inc., 
OI oes cco cdeevivewstiorsevestces 95 


Hotel Broztell, New York City 
Hotel New Yorker, New York City 
Hotel Piccadilly, New York City 


Kirsch-Blacher Co., Inc., New York City... 95 


Marbridge Bldg., New York City 
Mayflower Hotel, Hyannis, Mass 


Poster & Deutsch, New York City 





= 


Dry Goods Trade Drafts Cod2 
[CONTINUED FROM PAGE 76] 


shall be the. minimum to be obse'ved 
in each locality. 

The regulations of such local R¢tail 
Recovery Boards shall be drafted and 
administered without discrimination 
against any individual retailer or class 
of retailers so that the spirit of fair 
and equitable treatment may prevail. 
Appeal from their decisions may be 
made to the National Retail Reco: ery 
Board. 

* * * 

For the purpose of effectuating the 
provisions of Title I of the National 
Industrial Recovery Act supplements 
to this code or additional codes not in- 
consistent herewith may from time to 
time be submitted for the approval! of 
the President; and the President may 
from time to time cancel or modify any 
order, approval, rule or regulation 
issued hereunder. 


Purchases J. A. Turner Store 


OscEOLA, Iowa—E. O. Twombley has 
purchased the bankrupt shoe stock of 
the J. A. Turner shoe store and is hold- 
ing a disposal sale. 





OBITUARY 





Frank Byrne 


Corona, N. Y.—Frank Byrne died at 
his home here following a sudden at- 
tack of acute indigestion. He was well 
known and a very popular traveling 
man, having covered Greater New York 
for the past 30 years, his last connec 
tion being with Hamilton-Brown Shoe 
Co. 


Harold G. McVey | 


CoLumMBus, OH10—Harold G. McVey, 
aged 36, assistant advertising manager 
of the Wolfe Wear-U-Well Corpora 
tion, operating a country-wide chain 
of retail shoe stores and editor of 
“Trade Lasts,” the house organ, ied 
June 20, following an operation. He 
was formerly mechanical foreman of 
Suplex Service Co. He is survived by 
his widow, his parents and three chil- 
dren. 
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VITALITY STEPS AHEAD IN STYLE 


1, 1933 


ro Jor fall 1933 


The Vitality Fall line strikes an 





























3 
seen: important style keynote that 
1d challenges competitive compar- 
a 
; ison. Never before has the styl- 
a ing of these famous shoes been 
serv : 
as advanced and progressive as 
Retail in the present line. 
od and 
Hen Vitality Health Shoes, in addi- 
Class 
of fair tion to the style leadership they 
ov . enjoy in their field, offer out- 
co. ery standing competitive advantages 
in the balanced condition and 
ng the completeness of the line; in the 
ational ree med - 
noah “vitality principle” of construc- 
not . tion; in their wider range of in- 
ime to e ° ° . 
val of stock widths and sizes; in their 
ape quality, as underwritten by the 
any ’ 
lation world’s largest shoe manufac- 
turers; in aggressive national 
- advertising; and in adequate In- 
Stock Service. 
ey has 
ock of eo. as 
shell Vitality Health Shoes present 
a complete, well-rounded, prof- 
— itable proposition that will re- 
pay your consideration as a 
— progressive dealer. 
VITALITY SHOE CO.’ St.Louis,Mo. 
lied at Branch of International Shoe Co. 
en at- 
is well 
eling 
y York 
onnec- 
. Shoe : m ia Y 
ae VITALITY THRIFT GRADE SHOES 
chala FOR MEN AND WOMEN . .. $4.00 


or of WOMEN’S 
ied AAAA to EEE 

al Sizes 2to 11 

. He $5 and $6 


CHILDREN’S 
Widths and Sizes 


BOYS’ 


AtoE 
Sizes1to6 ° 
$4 


Nationally Advertised in 
VOGUE + LADIES’ HOME JOURNAL * McCALL'S + GOOD HOUSEKEEPING 


. 





\CATION 














Se Over 75% of all the 
summer vacations are 
taken after July 4th. 
One of the unwritten 
laws governing femi- 
ninity dictates a spark- 
ling newness to the 
summer vacation ward- 


robe. 


It is the same with the 
daughter of 18 years 
as with her middle- 
aged mother. Both 
must have crisp new 
dresses and brand new 
white Kid shoes. 
































The real demand for white kid shoes comes after most shoe stores have 
lowered their prices. Volume buying of white kid footwear occurs in 
July and August—usually the week before vacation starts. 


Here’s the psychology: 


A girl bought white kid shoes early in May; wore them continuously up 
to her vacation time. They are still serviceable, BUT . . . she has brand 
new dresses, stockings and a hat for the trip and those white kid shoes 
look more worn out to her eye than they actually are. To her, the 
white footwear of May purchase is the weak spot in her array for ro- 
mantic conquest. 


She just cannot and will not go away until she gets a fresh, new pair 
of white kid shoes which are so indispensable! But too few shoe stores 
seem interested about that second sale. They try to squeeze the allowance 
for summer shoes dry by July Ist . .. and it cannot be done. Girls 
buy just when they need something; not weeks before. 


Your sources of supply have shoes of white kid in-stock. Don’t be afraid 
to reorder and resize. Turn-overs and profits are certain with “The 
Whitest Whites”—washable and dependable. 


G. LEVOR & CO, we. 


GLOVERSVILLE, NEW YORK 
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Appearance ann Wearing 


QUALITIES IN GENUINE KANGAROO 


Like a mother kangaroo herself—Kangaroo leather 
is a sure enough 2 in 1 proposition. Men are 
awakening to the fact that this superb leather has 
both the qualities they look for in their footwear. 
The qualities of Kangaroo leather are due to the 
peculiar, microscopic structure of its fibres. For, 
unlike ordinary leathers, whose fibres lie loosely 
in parallel layers, the fibres of Kangaroo are 
tightly intertwined, making a closely woven, tight- 
grained mesh. This is the reason why actual 
scientific tests in the laboratories of the Massa- 
chusetts Institute of Technology have shown 
Kangaroo to be 17% stronger weight for weight 
than any other leather: why its surface is so close 
grained that it will take an unusually high, lus- 
trous polish. 





AUSTRALIAN KANGAROO 
TANNED IN AMERICA 


SURPASS LEATHER CO., PHILADELPHIA 
RICHARD YOUNG CO., NEW -YORK 
ZIEGEL EISMAN CO., BOSTON 


Make capital of this! Shoe manufacturers have 
sensed the trend, and are keeping shoes of genu- 
ine Kangaroo in their styled lines. Think of the 
advertising and sales value of the Kangaroo story! 
Something new . . romantic .. adventurous. . with 
which to attract the attention of potential cus- 
tomers—the story of a strange, marsupial animal 
from a far country, whose unusual skin is brought 
to the United States to be tanned. After your 
potential customers are attracted—you have a real, 
selling story to clinch the sale. Write for your 
copy of our free paper “Daily Sales” which shows 
you how to use the story of the kangaroo to your 
advantage and tells you how you can get free mats 
of newspaper advertisements that you can run over 
your name. The Kangaroo Association, 9th and 
Westmoreland Streets, Philadelphia, Pa. 
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STABILITY 


IN CONSTRUCTION 


A steel shank guaranteed not to break 
down combined with the special Foot-so- 
Port construction that straightens up all 
weak feet—gives a shoe capable of sup- 
porting body weight. The Health Spot 
is located at the only place where pres- 
sure may be applied to the foot without 


injury. 





IN QUALITY 


Seba Pe eae Constant research improves quality and 
qt De eae maintains it under adverse conditions— 
ne Musebeck Shoes always have been 

known and always will be known for 

their superior quality and workmanship. 


IN MERCHANDISING 


aave There is no competition, nor will there 
-nu- be any for the dealers selling Foot-so- 
the me Port Shoes—They are thoroughly cov- 
ry! A) ered by patents 1850977 and 1916198 
vith ee E which protects them from substitution 
i NN . or duplication. A weekly service, in- 
eUS- ee, : cluding ads, and radio talks, is only one 
mal S SS ; instance of the help and cooperation of- 
ght : fered our dealers. You can’t afford to 
ie be without this stable line! Write today 
wl for catalogue and price list. 

our 

WS 

our 

ats 

ver 

ind 


MUSEBECK 
FOOT-so-PORT 


lll 


. For MEN and WOMEN 
MUSEBECK SHOE 


Danville. Illinois. 
When writing advertisers please mention Boot and Shoe Recorder 














The Full Line 


OF THE 


TUPPER SLIPPER 
CORPORATION 


will be on display only at 
THE 


HOTEL STATLER 
Suite 673 


DURING THE 


BOSTON FAIR 
July 10-11-12 


In Attendance 


MR. A. H. TUPPER 
MR. FRED LEVINE 
MR. BERNIE BERNSTEIN 
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ania 


ZEPHYR-WEIGHT 
NURSES’ SHOES 


IN-STOCK 


——_—— 








Specially designed to offer the utmost 
in comfort and durability to the 
nurses in your community. “Zephyr- 
Weight” . . . actually 25% lighter 
than ordinary nurses’ shoes. Sooth- 
ingly soft, yet hold their shape firmly. 
Unusual toe room, flexible soles, 
scuff-proof wood heel, longitudinal 
arch-supporting saddle . . . countless 
selling points to convince your clients 
of the nursing profession that Tread- 
easy shoes are the neatest, most rest- 
ful, most serviceable shoes they can 
buy. Attract this trade with a prompt 
display. Send for samples. 


P. W. MINOR & SON, Inc. 
BATAVIA, N. Y. 


NEW YORK SAMPLE ROOM 
47 WEST 34TH STREET, ROOM 429 MARBRIDGE BLDG. 

















THE CAVELL NURSES’ Sarnia warees NURSES’ ZEPHYR-WEIGHT 





Treadeasy Zephyr-weight Welt Archsu port Sreomeony Welt Archsuppo 
Pppo' Treadeasy Welt Archsu t 
. Longitudinal Arch-supporting Saddle Longitudinal Arch-supporting Saddle noe i¢udival Arch: supporting Saddle 
jo. 930—White Kid ............ $3.65 No. 7069—Black Kid ............ $3.65 952 Ws 60 caccevess $3.65 
j haee 9 SE © B.. 9% 8 ten AAAA to D, 3% t ‘ii Wrest to D, 3 to 9 
13%/8 Service Wood Heel (% Rubber Lift) 12/3 Service Wood Heel (% Rubber Lift) 13/8 Service Wood Heel (% Rubber Lift) 
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_ A SAFE, SURE REMEDY 
for “ATHLETE'S FOOT” 


Itching Feet 


and Toes 
“Gym Foot” 


“Golfer’s Itch” 


Dl Scholls 


SOLVEX 


You can be sure you are recommending the BEST 
when you push Dr. Scholl’s Solvex for treatment of 
Itching Feet and Toes, “‘Athlete’s Foot,” ‘‘Golfer’s 
Itch,”” Ringworm, etc. You can recommend it where 
other methods of relief have failed. Being an ointment, 
it stays on the affected part long enough to penetrate 
deeply into the tissues, kill the germ, stop the intense 
itching and effect complete relief. Even stubborn cases 
which resist most treatments yield quickly to Dr. 
Scholl’s Solvex. 


Anyone who frequents public locker rooms, showers, 
pools, or beaches, is likely to contract one of these in- 
fectious troubles. Dr. Scholl’s Solvex, therefore, is an 


Wholesale, $8.00 doz. 
Retail, $1.00 


NATIONALLY ADVERTISED 


in such leading publications as The American Weekly, Collier's, 
Liberty and The Literary Digest. 


Wholesale, $4.00 doz. 
Retail, 50c 


item well worth your while to push. Display it in your 
windows and on your counters. At 50c and $1.00 retail 
it carries a good profit. 


A Call for SOLVEX Offers 
Two Additional Sales 


Every call for Solvex is an opportunity for you to make 
an additional sale of two 35c items—Dr. Scholl’s Medi- 
cated Soap and Dr. Scholl’s Foot Powder. The direc- 
tions for Solvex recommend the use of Dr. Scholl’s 
Medicated Soap for cleansing the feet and as an aid in 
destroying the germs—Dr. Scholl’s Foot Powder for 
keeping the feet dry. Present them in this way and 
you'll be surprised how many 50c and $1.00 sales can 
be increased by 70c without any extra effort at all. 


DR. SCHOLL’S MEDICATED SOAP 
Wholesale, per doz., $2.75 Retail, per cake, 35¢ 


DR. SCHOLL’S FOOT POWDER 
Wholesale, per doz., $2.75 Retail, per can, 35¢ 


See Our Exhibit 


CHICAGO 
WORLD'S FAIR 
1933 


Hall of Science 


THE SCHOLL MFe.Co.,Inc. 


213 W. Schiller St., Chicago 


62 W. 14th Street 112 Adelaide St., E., 
New York Toronto 
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